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_ This is the Insurance 
Advertising the public 
is reading 


You have seen the advertising of the Insurance 
Company of North America—because you are 
interested in Insurance. 








More important—business men are seeing this 
advertising and becoming interested in insurance. 
They are thinking more about insurance. They 
are thinking more of what the insurance agent can 
do for them. 


More than one agent has been able to hold old 
business and interest new business by identifying 
his organization with the Insurance Company of 
North America publicity. 





We are delighted to be of this service to all in- 





surance agents. 





Insurance Company of North America 
| Philadelphia, Pennsylvania 


In conjunction with the 


INDEMNITY INSURANCE COMPANY OF NORTH AMERICA 


“writing almost all forms of insurance except life.” 
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ThE SPECTATOR 


Perfect Protection Opportunities 


Strong men seldom appreciate the need of life insurance until it is properly brought to their 
attention. A wave of the hand and great wheels begin to turn for them. A finger on a button 
and men spring to do their bidding. In factory or office, in industry or finance men scorn the 


need of protection. The lesson of life insurance must be driven home to them. Never is it sought 
over the counter, but always it must be sold. And because it takes big strong men to meet other ° 
big strong men, life insurance presents big opportunities. 


No so many years ago the life insurance business was considered a place for the derelicts of. 
other businesses: men fit for nothing else could eke out a living peddling policies to their friends, 
‘But to-day the business of life insurance looks for successful men of affairs. The life insurance 
agent of this day and age must be a man of vision. He must be a fighter. He needs brains. He 
must have resource, wisdom and wit. He must be tactful and well-mannered. And surely he must 
be a well-dressed and polished man of the world. In fact he must have every qualification neces- 
sary to a big business executive. To such men the business of selling life insurance does indeed 
offer wonderful opportunities. For such men there is no business offering greater independence 
and larger income than life insurance. 


To such men the Perfect Protection offered'by the Reliance Life Insurance Company of Pitts- 
burgh, Pa., only adds to the possibilities which already stretch before them. Perfect Protection 
to them means easier sales and better satisfied clients. It means a larger field of prospects, it 
means less objections to be overcome. All this because the Perfect Protection Policy has been 
developed with the greatest care to give its holders protection at every possible point. Perfect 
Protection policies give to their owners the peace of mind that comes from the absolute know- 
ledge that every contingency is provided for. 


These advantages are for every man to seek. A word to the company will bring you com 
plete information. If the business of life insurance offers great opportunities, and it does, add to 
those opportunities a connection with the Reliance Life. , 


The RELIANCE LIFE INSURANCE COMPANY 


of PITTSBURGH, PENNA. 


Tue Spectator is published every Thursday by The Spectator Company, at 135 William Street, New York, N. Y. Entered as second-class matter June 
at the Postoffice, New York, N. Y., under the act of March 8, 1879. Tue Spectator, Volume CIX, Number XI, September 14, 1922; $4.00 per annum. 
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RATING 


SYSTEMS UNDER FIRE 


Commissioners at Swampscott, Are Agreed on Principle 
of Centralization 


(Special Report from our Staff Correspondent) 


WAMPSCOTT, Sept. go—Uniformity with- 
individuality—centralization 
without were the 
predominating motifs at fifty-third 
annual meeting of the National Convention 
The definite 


out loss of 


nationalization: these 


the 


of Insurance Commissioners. 

constructive acts of this assemblage were 

negligible but never has there been any 
organization in convention which in four days took more for- 
ward steps toward the modernization of three of the greatest 
branches of the insurance business than did this body of men at 
Swampscott. 

Fire, workmen’s compensation and marine insurance were 
the departments under discussion—and it is doubtful if there 
could be found any other branches of insurance as much in 
need of new regulations as are these three. 

Fire insurance is a built-up business. New industrial condi- 
tions involve additional demands, new forms of 
from the underwriter, and these in turn require regulation by 
the Insurance Departments and legislation by the States. As 


coverage 


there can be no preconception of these conditions, a variegated 
set of laws and rulings were handed’ down by the several States. 
Rates at various times in various places have been unsatisfac- 
lory, and States through their respective insurance departments 
attempted their regulations. No two attempts at rate making 
have been similar and there erew up in the United States rate- 
making organizations of various kinds and degrees of unen- 
forcement ability, with their thousands of forms and rulings— 
IIstriving for the same object, but each one actuated by a diff- 
tent mind, proceeding toward that end with a varying course. 


The result of this sort of thing, naturally, was inevitable—it 
defeated its avowed purpose of lowering rates by raising the 
expenses of the companies. : 

Long has it been realized that the fundamental cause for 
high fire rates was the high expense under which the com- 
panies operated, and at the St. Louis convention one year ago 
a resolution was adopted tending towards uniformity by vesting 
control in the National Board of Fire Underwriters of fire 
insurance rates and commission. At Swampscott a meeting was 
arranged by the commissioners with a committee from the 
National Board of Fire Underwriters to arrive at some plan 
agreeable and beneficial to all interested parties. It must be 
both ideal and practical. Early in the meeting the majority 
sentiment forcibly expressed itself against State control of rates 
as being inimical to the highest ideals of American genius. 
Supervision but not control was the slogan, so that anything 
embracing the latter would not satisfy. The outgrowth of this 
meeting probably will be a complete revolution of the fire in- 
surance rating system. The importance of this meeting will 
grow as the solution proposed evolves itself into actuality—a 
thing sure to occur, because both the companies and the com- 
missioners realize the necessity of this centralization, which 
will enforce uniform methods, and the members of both com- 
mittees are sufficiently imbued with the practicality of the idea 
that every effort will be made to organize and legalize such 
a bureau. 

To Colonel Joseph Button, Commissioner from Virginia 
belongs the honor oi introducing the proposals for the organ- 
ization of a National Rating and Supervising Bureau. They 
were submitted at the joint meeting by Mr. Button and will 
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probably be the basis of the fire rating business. 
As the meeting of this joint committee has 
greatly to do with the future of the fire insur- 
ance business we are printing verbatim the 
record of the conversation between Colonel 
Button, chairman of the Commissioners’ com- 
mittee, and Mr. Morton, chairman of the com- 
mittee from the National Board of Fire Un- 
derwriters. 


Fire Ratinc Discussion 

COLONEL BUTTON: WE have with us 
Mr. Morton, vice-president of the Fire Associa- 
tion of Philadelphia and the president of the 
National Board, and the members of his com- 
mittee. Will you state the members of your 
committee, Mr. Morton? 

MR. MORTON: Harry A. Smith, presi- 
dent of the National Fire Insurance Company of 
Hartford; Cecil F. Shallcross, manager of the 
North British and Mercantile Insurance Com- 
pany; I*. W. Koeckert, assistant manager of 
the Commercial Union Insurance Company, and 
John B. Morton, vice-president of the Fire 
Association. Mr. Stevens, president of the 
Agricultural Insurance Company of Water- 
town, N. Y., was appointed on that committee, 
but he was unable to attend. 

COLONEL BUTTON: Mr. Morton, do 
you want to make a statement? We have in- 
vited you here and you have heard the reso- 
lution. Have you anything to say in response 
to this resolution on behalf of the National 
Board? 

MR. MORTON: I really don’t know that I 
have any statement to make excepting to ex- 
plain to you gentlemen that in accordance with 
the action that was taken by your organization, 
as read by you, the National Board recognized 
the fact that it did not, under its constitution, 
have any authority to function in any direction 
as regards rates or commissions (which were 
the subjects that were referred to), yet we 
recognized also the fact that, being the promi- 
nent organization of our business, it was proper 
for us to get in touch with this situation by the 
appointment of a committee to confer with 
your committee and ascertain what your ideas 
were as to what you wanted us to do, and 
through our committee we can then transfer 
the subject over to the different sectional com- 
mittees; and we have arranged for a meeting 
of those different sectional committees in New 
York to-morrow, and our committee will report 
and hand over to those sectional committees 
which have authority to act in such matters 


what your idea and proposition is. In other 
words, the National Board proposes to act 


through this conference committee as a means 
of conveying to our different sectional organ- 
izations your ideas or your requirements as to 
what vou would like to have or want us to do. 

That is all I can think of, that I have to 
say. We would be very glad to have you 
indicate to us what you have, what your ideas 
are as to what you would like us to do. If it 
comes within the province of the National 
Board, we can take it up and act in that body. 
If not, we will naturally have to pass it on. 
which we will do with a great deal of pleasure. 

COLONEL BUTTON: The resolution that 
was adopted at St. Louis seems to have caused 
some little misconception on the part of the 
insurance interests and insurance presidents, 
as to its scope. They seemed to have the idea 
that it was entirely devoted to a reduction of 
expenses and a reduction of commissions. It 
really went beyond that. It was in the in- 
terests of uniformity not only in commissions 
throughout the country but in ratings, 
schedules, and everything else that pertains to 
the business. My idea in offering the resolu- 
tion was to see if we could not organize some 
central bureau, either having the National 


Board take jurisdiction or having some central 
bureau that would take charge of these matters 
and not let each rating bureau throughout the 





country have its own rules and regulations and 
its own schedules and its own rate of com- 
mission and everything else. ‘It was to make 
for uniformity. 

Those of you who are present heard the 
admirable addresses of Mr. Hardison and Mr. 
Phillips on that very point, in respect to work- 
men’s compensation, and the idea is to make 
these things uniform throughout the country. 
That was the idea I had in mind. 

I don’t know whether any of the other 
members of the Committee have any sugges- 
tions, whether they have given any thought to 
the matter or whether they desire to make 
suggestions on it. If so, I would be very glad 
to hear from any member of the Fire Com- 
mittee or any member of the Convention. 

I have formulated a few thoughts that 
occurred to me with respect to the matter and 
I shall read them: 


CoLoNEL Button’s PLAN 

The establishment of a bureau whose juris- 
diction shall be national and which shall as- 
sume supervision over fire insurance rates, 
forms and practices. 

The national bureau shall admit to member- 
ship all classes of insurers. 

The National Convention of Insurance Com- 
missioners shall be represented in the govern- 
ment of the national bureau. 

The national bureau shall be governed by 
an executive committee, which shall supervise 
the organization and pass upon activities of 
all other committees which shall be subor- 
dinate. 

The national bureau shall work out a com- 
prehensive system of rating, which, while giv- 
ing proper recognition to insurance costs in 
individual States, shall be uniform in its gen- 
eral operation. 

The national bureau shall assume control of 
the Underwriters Laboratories and the work 
of the National Board of Fire Underwriters 
in compiling underwriting experience, grading 
cities and all activities correlated to the juris- 
diction of the national bureau. 

The present regional rating associations shall 
be discarded and where regional supervision 
proves necessary, committees, composed of 
underwriters in charge of the territory, shall 
be constituted, who shall have no direct author- 
itv but whose duty it shall be to make recom- 
mendations to the national bureau. 

A rating bureau shall be established for 
sach State. The duty of this rating bureau 
shall be the application of schedules and in- 
spection of risks. 

Each State rating bureau shall have an 
advisory committee, whose duty it shall be to 
advise the national bureau of conditions within 
the State and make recommendations in refer- 
ence thereto. 

It appears to be becoming generally recog- 
nized that the regional rating associations are 
a prolific source of misconception on the part 
of the public of the fire insurance business and 
have presented conditions which the companies 
have been unable to justify. The chief criti- 
cism of these associations, aside from their 
inability to justify rates promulgated, has been 
the lack of uniformity in forms and practices. 
Since your conference has been called to con- 
sider approximate justification of rates and 
the promotion of uniformity in rating, forms 
and practices, any statement as to the desir- 
ability of attaining these ends would appear 
to be superfluous. 

The remedy for these conditions would ap- 
pear to be the establishment of a national 
agency for the computation of insurance costs 
and the national control of forms and _ prac- 
tices. The responsibility for the government 
of this national bureau should be vested and 
concentrated in a strong executive committee. 
However, concentration should not be made to 
the exclusion of other committees, though the 
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action of all other committees Should be oy! 
ject to the approval of this executive = 
mittee. This would eliminate the necessity s 
all regional associations, as any decentralj 0 
tion of authority would defeat the purpose os 
which the national bureau would haye been 
established. : 

The Actuarial Bureau of the National Board 
of Fire Underwriters was organized at the 
instance of the National Convention of . 
surance Commissioners in I915 to obtain the 
underwriters’ experience of the fire insurers 
with a full realization that the reduction of 
the computation of fire insurance costs to the 
basis of mathematical accuracy was an im 
possibility. However, it was felt by the In- 
surance Commisioners that by the inclusio) 
of sufficient underwriting experience, insurance 
costs by classes could at least be approximated 
Apparently having in mind that the establish. 
ment of insurance costs was a problem of the 
business as a whole and that the greater th: 
amount of underwriting experience reported, 
the nearer accurate would be the operation of 
the law of averages, the Actuarial Burean e;. 
tended its service to stock companies, othe 
than members of the “National Board,” anj 
insurers other than stock companies, 

If it were possible to obtain by States for 
each class of risk without regard to insurance 
carried the value of every risk and the amount 
of loss by reason of every fire, this would 
be the nearest possible attainment of the idea! 
of experience for the computation of expected 
insurance costs or rates. Since this i 
obviously impossible, any agency for the col- 
lection of this information must obtain it in 
the form of underwriting experience from the 
insurance carriers. It would appear to be 
axiomatic that the greater the number of in- 
surers reporting their U. P. to the tabulating 
agency, the nearer the operation of the law 
of averages would approach accuracy. This 
would mean, in turn, more nearly accurate 
computation of expected insurance costs or 
rates. 

It is to be hoped that in approaching the 
consideration of establishing a bureau to be 
national in its jurisdiction over fire insurance 
rates, forms and practices, that the special 
conference committee appointed by the Na 
tional Board of Fire Underwriters will ev- 
dence the same liberal mindedness and_ vision 
that have characterized the Actuarial Bureau 
Committee. There must be a realization that 
in the minds of the public and of insurance 
supervisory officials the establishment of it- 
surance costs and the proper reflection and 
application of these costs in some comprehen- 
sive uniform system of rating, is a problem 
of the insurance business as a whole, and is not 
peculiar to any particular class of insurer. 

MR. MORTON: Mr. Chairman, I dont 
think you are going to meet with very muci 
opposition from us on that proposition. I 
think I voice the feeling of my associates I! 
saying that we also are anxious to accomplish 
that which you are after. Without, having 
had an opportunity of going over this cate 
fully, it appeals to me that we already have 
in existence organizations that can be ve! 
readily utilized to accomplish that which you 
suggest in your first article: ae, 

“The establishment of a bureau whose tts 
diction shall be national and which shall as 
sume supervision over fire insurance rates. 
forms and _ practices.” re 

That I think we can do. We can do it by 
an arrangement with our present organizatio! 
so that they could be nationalized. That i 
what you desire and that, I think, is what we 
desire. ; = 

“The national bureau shall admit to me" 
bership all classes of insurers.” That Me 
matter which I would have to take up and ds 
cuss with my associates, 

(Continued on page 5) 
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T is gratifying to observe the excellent 
advice given, from time to time, in 
daily newspapers of the more thoughtful 
variety, concerning the service afforded 
by life insurance. A recent example of 
this is an editorial which recently ap- 
peared in the New Haven Journal-Cou- 
rier, which opened ‘its discussion by say- 
ing: “Insurance money plays a large part 
in the support of families, though the 
totals, which are surprisingly large, are 
partly explained by the practice of rich 
men carrying large amounts. It is sug- 
gestive that they deem it good invest- 
ment.” Further on, it says that “insur- 
ance in a substantial company is some- 
thing that few regret and that in many 
cases carries immense relief in the later 
years.” Warning is given that care should 
beused in the selection of companies, for 
projects established on unsound princi- 
ples are liable to be forced to increase 
rates. The article closes with the practi- 
cal comment that “in late middle life a 
matured endowment lightens the burden 
for the rest of life or ‘straight insurance’ 
makes departure from life easier for one 
solicitous for the welfare of those he 
leaves,” 
THE SPECTATOR AS AN INVESTMENT 
CERTAIN life insurance 
writes to the editor of THe Srrc- 
TATOR that he had tried for a long time 
to interest one of his prospects in a 
monthly income policy but had not been 
successful until now, and that his success 


agent 


had been due to an article appearing in 
a recent number of THE SPECTATOR. 


Woman's Experience with a Monthly In- 
come,” which the agent gave to this pros- 
pect to read and which resulted in the 
sale of a $50 monthly income policy. 
This would be equivalent to approxi- 
mately $9,000 insurance, and assuming 
the premium to be $35 per $1,000, or $315 
altogether, the commission thereon would 
be a handsome return on an investment 
of $4, the subscription price of THe 
SPECTATOR for a whole year. 

This is only one of the hundreds of 
such letters received at this office, and 
yet only an occasional agent who had 
profited as did this agent by the effective 
articles appearing in THe SPECTATOR 


from week to week would go to the 
trouble to make the fact known in a 
letter. 


In every issue of Ti SPECTATOR there 
are put forth ideas that are worth a great 
deal of money to the agent who will 
grasp and use them. The annual and 
midyear statements‘of the various life 
companies and much of the wonderful 
educational The 
Spectator Company appear first in THe 
SreEcTATOR and long before it is possible 


matter published by 


for this matter to be issued in book or 
leaflet form. In this way the latest and 
most valuable ideas and information per- 
taining to life insurance salesmanship 
reach the agent long in advance of their 
publication in any other form. 

The pages of Tre SreEcTATOR are not 
filled with personal or non-essential mat- 
It is 
a constructive, educative, informing jour- 
nal in everything that pertains to effi- 
ciency in the life agent’s work. THE 
SPECTATOR’sS endeavor is to inform and 


ter that is of no value to the agent. 


broaden and make more efficient those 
who have chosen life insurance as their 
profession, and by so doing elevate the 
small producer out of the $50,000 or 
$100,000 rut and place him in the $200,- 
000, $300,000 or $500,000 class, where 
he rightly belongs when his efforts are 
properly directed. In this way THE SPEc- 
TATOR puts money into the agent’s pocket 
and each year multiplies many, many 
times his investment of $4, the subserip- 
It would not 


tion price of this journal. 
be impertinent, therefore, to ask, “Are 
you an investor in THE SPECTATOR? Are 
you taking advantage of this service 
which has enabled so many life agents 


to increase their incomes?” 





Commisioners shall be represented in the gov- 
ernment of the national bureau.” That also is 
a question that we would like to have some 
time to consider. 

“The national bureau shall be governed by 
an executive committee, which shall supervise 
the organization and pass upon activities of 
all other committees which shall be subor- 
dinate.” That, I think, we can very easily 
accomplish, and that seems to be a practical 
and feasible proposition. 

“The national bureau shall work out a com- 
prehensive system of rating, which, while giv- 
ing proper recognition to insurance costs in in- 
dividual States, shall be uniform in its general 
operation.” That is also practicable. 

“The national bureau shall assume control 
of the Underwriters’ Laboratories and the 
work of the National Board of Fire Under- 
writers in compiling underwriting experience, 
grading cities and all activities correiated to 
the jurisdiction of the national bureau.” Well, 
the National Board of Fire Underwriters, 
which is a national organization, also does now 
exercise jurisdiction over those organizations. 
As I take it, it would be better (provided it 
meets with your views) and much easier if, 
instead of transferring those features over 
to another organization which would have to 
be formed, there were to be transferred over 
to the National Board those features which 
they do not now cover. 

At the time the National Board retired from 
the supervision of the rates and commission, it 
was a very different matter, because we did not 
at that time have such organizations for the 
supervision of ratings as we now have. That 
matter is now provided for by rating bureaus, 
and properly so. In view of that fact, it 
occurs to me that we could meet the situation 
by having the National Board (and it would 
necessarily have to be submitted to the mem- 
bership to consider the necessities and the ad- 
vantages of it), again assuming the jurisdiction 
over rates, such as is indicated in here. That 
would simplify the proposition, to my mind, 
quite a lot, because then we could utilize an 
organization which you have in mind, which I 
extensive and complete, and I think efficient. 

I am merely giving you my ideas without 
having had an opportunity of conferring with 
my associates. 

“The present regional rating associations 
shall be discarded and where regional super- 
vision proves necessary, committees, composed 
of underwriters in charge of the territory, 
shall be constituted, who shall have no direct 
authority, but whose duty it shall be to make 
recommendations to the national bureau.” 

That also is practicable and feasible. That 
can be accomplished. It is in line with that 
first or second article. It merely provides, 
in your minds, a matter in which we can accom- 
plish this work if the National Board cannot 
take it over: but even if they couldn’t, they 
could arrange for these committees and con- 
stitute through the National Board a central 
organization which you have in mind, which I 
think (and I believe most of my associates 
do) would be a great advantage over our 
present system, which is the result of the 
gradual growth of a rating system which was 
not contemplated. You can understand how 
it is, where vou start to build a small structure 
and gradually extend it and add to it, you are 
not going to get conformity, unless you tear 
down the structure and build up a new one. 
We recognize the fact that previous to the 
building of these different rating bureaus, the 
method of handling ratings was entirely dif- 
ferent and that in transferring gradually into 
bureaus which provided for a scientific wav 
of handling these rates by different sectional 
organizations, it naturally was without uni- 
formity. 
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However, it appears to us that the time 
has come when it is necessary for us to create 
» central house, which, as you state, would 
provide for uniformity in the application of 
our rates. I cannot see any objection to that 
" all, and I think it would be a wise thing 
es came here in a receptive mood. We did 
not know, however, exactly how far you 
yanted us to go, and our thoughts were to 
get your ideas and then get together to discuss 
the matter. This Committee would be glad to 
sit with your Committee and take these sub- 
ects up in individual sections, talk them over, 
and see if we cannot come to one concrete, 
comprehensive plan, which. we can hand over 
to our associates tomorrow for their considera- 
tion, That is what we have in our minds. 

COLONEL BUTTON: I appreciate very 
much, Mr. Morton, the fair- and open-minded- 
ness that you have shown in this matter. 

MR. MORTON: I want it to be distinctly 
understood, Colonel, that we are here to do 
the best that we can to improve the conditions 
in this business, and we will be perfectly 
frank with you; we are ready to listen to sug- 
gestions and we are disposed to go along with 
you as far as we possibly can, because we 
are just as anxious to accomplish that end 
as you are. You can rest assured (and I be- 
lieve I voice the sentiments of my associates 
also) that we all think along that direction. 

COLONEL BUTTON: I appreciate that. 
| would like to have some expression from 
some of the members of the Committee. I 
drew this up just before I left home and I 
haven't had a chance to submit it to any 
member of the Fire Committee. 

MR. BROWN: Would there be any objec- 
tion to letting the Committee of the National 
Board take this matter under consideration and 
have an adjourned meeting at which they can 
take the matter up at a later session? 

MR. WADE: In other words, adjourn the 
session and take the matter up later this even- 
ing, say an hour trom now. 


WokKMEN’s COMPENSATION 


Just as telling strides were made toward the 
centralization of fire supervision and rating, 
so, also, Was progress made by those interested 
n that medern giant of insurance, workmen's 
compensation, as will be testified by the follow- 
ig resolution adopted by the commissioners : 
“Resolved, That the National Convention of 
Insurance Commisioners having considered 
the written proposal submitted to it by the 
conterence committee representing all classes 
ot carriers of workmen’s compensation in- 
surance, approves the general scope and objects 
of the same, it being understood, however, that 
it recognizes the continuation, at their discre- 
tion, of the operation of existing independent 
bureaus, 

The conference committee on workmen’s 
compensation instructed to co-operate 
with the carriers in effecting the general plan 
lor making compensation rates submitted by 
carriers and endorsed by conven- 


rates 


tion follows: Platt Whitman, Wisconsin; F. 
R. Stoddard, Jr.. New York; Thomas J. Keat- 
ing, Maryland; William E. Tuttle, Jr.. New 
Jersey; Joseph Button, Virginia; Alexander 
McCabe, California; T. S. McMurray, Jr., 
Indiana; Clarence W. Hobbs, Massachusetts ; 
and James F. Ramey, Kentucky. 

Casualty men are greatly pleased with the 
co-operation accorded them by the National 
Convention of Insurance Commisioners. How- 
ever, the details of the plan submitted by the 
joint committee representing the three great 
classes of carriers of workmen's compensation 
insurance was so comprehensive in scope; 
the proposed organization and the operation 
thereof were so illuminatingly explained, its 
every clause had been so deeply considered; the 
perfect accord with which it was urged by 
stock mutual and reciprocal representatives 
alike, and the clear and forcible presentation 
of its beneficent effect by the Hon. Jesse S. 
Phillips, general manager of the National 
Bureau of Casualty and Surety Underwriters, 
and formerly Superintendent of Insurance ot 
the State of New York, in his paper entitled, 
“The Advantages of Centralized Rate Making 
in the Field of Workmen’s Compensation In- 
surance,’ that the commissioners with one 
accord perceived the advantages of the plan 
and hastened to subscribe their approval to 
such a praiseworthy cause. An observer of 
the meeting between the representatives of the 
various workmen’s compensation insurance car- 
riers and the commissioners could not but be 
impressed with the sincerity of the exponents 
of this laudable plan, whose very hearts seem 
wrapped in the betterments of their business 
and the readiness with which the insurance 
commissioners embraced an idea so full of 
heneticent effects to the great working classes 
whose interests they have been selected to pro- 
tECt. 

The plan provides for the reorganization of 
the National Council on Workmens Compensa- 
tion Insurance on the basis of carrier member- 
ship. This body will not only make the rates 
and rating plans and gather and compile statis- 
tics, but (provided the rates do not continue to 
be otherwise administered through existing in- 
dependent bureaus) will have general charge 
administration in the States 
through administrative Such 
rate administration will include provision for 
impartial, centralized rating inspections, a mod- 


of rate various 


local bureaus. 


ifed stamping system and automatic promulga- 
tion of rates to subscribing carriers. The exist- 
ing arrangements with independent bureaus will 
be maintained substantially as at present unless 
such bureaus voluntarily choose to become local 
administrative bureaus. 

The determination of fundamental questions, 
such as the origination of rating plans and gen- 
eral rate revisions, will be made by a large and 
representative committee of carriers, but all such 


matters, so far as they affect individual States, 
will be referred for final determination and ap- 
proval to so-called regional committees made 
up of carriers doing business in such States. 

Interim changes in rates and other routine 
matters, while initially to be decided by the 
staff of the National Council, are similarly sub- 
ject to approval or veto by such regional com- 
mittee. 

The National Council is to be placed under 
the direct supervision of the National Conven- 
tion of Insurance Commissioners and the na- 
tional convention is requested to locate a repre- 
sentative in the office of the National Council, 
who will thus acquire immediate knowledge of 
and have supervision over all matters and will 
act as chairman of all technical and rating com- 
mittees and represent the convention in various 
other important ways. 

The essential features of this plan, then, are. 
briefly : 

First, 
organization all the statistical and other rate- 


it brings together into one national 


making resources of the country, a concentra- 
tion which, even then, is no more than adequate 
to solve the difficult problems of the business. 
The national organization is to be equipped with 
an adequate staff of experts skilled in actuarial 
and engineering technique. The staff will thus 
be competent to develop rates and rating plans 
acceptable to all parties in interest—the super- 
vising officials, the insuring public and the car- 
riers themselves. 

Second, the application of rates adjusted to 
the hazards of individual risks through merit 
rating to be accomplished by local administra- 
tive bureaus under the general supervision of 
a department of the national organization. 

Third, complete supervision of the actual 
working of the plan by the National Conven- 
tion of Insurance Commissioners, thus bringing 
the authorities of each State into direct contact 
with it. 

The advantages to be thus secured are: Bet- 
ter-made rates; greater uniformity; greater 
efficiency, with a consequent saving in expense, 
and better facilities for supervision by -State 
authorities. 

The report was submitted following a con- 
ference between the Commissioners’ Special 
Committee on Workmens Compensation Rating 
Organizations and a committee representing 
both stock and non-stock insurance carriers. 
The actual plan before the convention was in 
the form of a proposed new constitution which 

(Continued on page 27) 
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Collins Farm Mortgages 
Are Passed Upon Only 
By Experienced Men— 


VERY man in the F. B. Collins Investment Company is a veteran in the 
farm loan business, and especially in the field in which we operate. Mr. 
F. B. Collins, president, has been engaged in the business since 1884, and 

has gathered about him an incomparable organization of specialists. 


Nearly all our field men are stockholders, and are, of course, interested in our 
success. All inspectors are on a salary basis. Therefore the inspector has no 
pecuniary interest in recommending a loan. 


Even after the field man or inspector passes favorably on an application for a 
loan, it is reviewed at the home office by a committee of officers, who have a per- 
spective the man on the ground may lack. 


All these precautions make our loans among the most conservative in the United 
States. We will be glad to tell you more about them. A post card will bring you 
the information you desire. 


‘*‘Thirty=-eight years without the loss of a cent 
of principal or interest to a single investor.’’ 


One of a series of advertisements addressed 
to the insurance men of the United States. 


te F.B.Collins Investment Co. 


Oklahoma City, Okla. 
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.B. WELL, President 
7” NO OA TZ, Vice-President 
‘WM. SCHROEDER, Vice-President 
F. E. NORWINE, Treasurer 
GEO. M. SEITZ, Asst. Secretary 
CHAS. W. DAVIS, Asst. Gen. Mgr. 
CLEM DECK, Asst. Treasurer 
R. A. TIMM, Auditor 


The Liberty Fire 


Insurance Co. 
OF ST. LOUIS, MO. 


Statement June 30, 1921 


ASSETS 

Mortgage Loans $64,000 00 
681,621.91 
59,595.00 
13,944.40 
168,024.49 


Cash 
Agents Balances......... 
18,342.11 


Interest Accrued......... 
Market Value Bonds over 
Book Value (Insurance 
Commissioner’s Valua- 
HINTON: Sole s.avsior Gi oh otazecters 11,779.60 
$1,017,307.51 
LIABILITIES 
Unearned Prem. Reserve... 
Reserve for Taxes, etc.... 
Unadjusted Losses 
Accounts Payable........ 
Capital Stock. $200,000.00 
Net Surplus.. 229,713.59 
Surplus to Policyholders. . . 


$424,038.82 
2,279.17 
103,628.86 
57,646.71 


429,713.95 


$1,017,307.51 


Results Since January 1, 1921 
Increasein Assets........ $80,914.56 
Increase in Reserve 94,963.25 
Decrease in Surplus 15,071.02 














“Superior Service Satisfies’’ 


SUPERIOR 
FIRE INSURANCE 
CO. 


PITTSBURGH 
Incorporated 1871 


A. H. TRIMBLE, President 


EDWARD HEER, 
Vice-President and Secretary 


J.D. C. MILLER, Secretary 


Why not make room in your 
agency for a conservatively- 
managed, medium-sized 
American Company whose in- 
demnity, treatment of agents 
and assured, will bear in- 
spection for half a century? 


.... $ 700,000 





Surplus to Policy 
Olders....... 1,450,401 


a 3,509,765 








PAYING TEXAS FEES 


Agents’ Licenses Costing Companies 
Large Sum 


THREATEN NEW LAW CARRYING 
INCREASE 


Deputy Insurance Commissioner Scott Will 
Bring Matter to Legislature Con- 
vening Next January 

AvsTIN, Tex., September 11.—Although the 
Texas Supreme Court has not as yet decided 
the mandamus case involving the question as to 
whether or not fire insurance companies doing 
business in Texas shall be required to pay a fee 
of fifty cents for each license issued by the 
Department of Insurance and Banking to their 
agents, Deputy Insurance Commissioner John 
M. Scott said that most all of the companies 
have paid the fee. The department is insisting 
that the fee shall be paid before a license is 
issued. The mandamus sought was to compel 
the Commissioner of Insurance to issue the 
license without the payment of any fee. 

The mandamus proceedings were instituted in 
the Supreme Court several months ago by the 
Franklin Fire Insurance Company et al. atid the 
court adjourned for the summer without hav- 
ing decided the case. In the meantime, Deputy 
Commissioner Scott said the various companies 
are paying the fee. There are approximately 
70,000 fire insurance agents in Texas involved 
in a final decision of this case. The Supreme 
Court meets on the first Monday, next October, 
and it is expected that a final decision will be 
given in this case before the holidays. 

In the event the decision is against the Com- 
missioner, and he is directed to issue the licenses 
without the payment of any fee, Deputy Insur- 
ance Commissioner Scott announced the matter 
will be taken up by the legislature at the regu- 
lar session, which convenes next January. An 
amendment to the insurance laws providing for 
the payment of the fee will be urged. It is also 
indicated that the fee will not be fifty cents 
as now exacted, but that it will be not less than 
$1 for each license issued, or possibly $2. 


EXPECT A DECISION IN INSURANCE 
CASE 

Big Anti-Trust Suit May Be Disposed of 
Within a Short Time 

Jackson, Miuss., September 
speculation is rife in legal and insurance circles 
as to whether the Supreme Court will be in 
readiness to render its decision in the celebrated 
anti-trust suit against the fire insurance com- 

panies when the tribunal meets next Monday. 
The case was argued and submitted just prior 
to the summer adjournment and it is known that 
some of the judges have been hard at work on 
the record during the summer vacation, but 
whether all of them are in readiness to render 


11.—Much 


a decision is not known. 

It is believed, however, that a decision will 
be handed down within the next sixty days, 
and probably sooner. Much guessing is being 
indulged in as to the nature of the finding and 
the idea seems to be somewhat generally preva- 


9 


lent that it will be a four to two opinion in 
favor of the insurance companies. Others pre- 
dict that the court will stand three to three, the 
effect of which would be to affirm the decision 
of Chancellor Stricker imposing a fine of more 
than $8,000,000 against the fire insurance com- 
panies. 


New High-Pressure System in Washington 

Wasuincton, D. C., September 11.—Com- 
prehensive plans for a high-water pressure sys- 
tem for the business section of Washington are 
being worked out, according to the annual re- 
pert just filed with the Commissioners of the 
District of Columbia by the superintendent of 
the water department. 

Present plans contemplate the erection of a 
pumping station, using  electrically-driven 
centrifugal pumps that will give a discharge 
pressure at the hydrants, ranging from 125 to 
300 pounds. The Potomac river would supply 
the water direct to the mains. At present the 
fire plugs are supplied from the same source as 
the drinking water for the city—a supply 
already overtaxed and which will not be re- 
lieved until the completion of the new system 
row being built, which will take two years. 


Western Union to Meet September 19 

The forty-third annual meeting of the Union 
to be held at the Equinox House, Manchester, 
Vt., September 19, will largely consist of com- 
mittee reports. As there are some thirty odd 
committees, the reading of the reports alone 





will take up a good deal of time. 


of Warton mB 


69th 
ANNUAL STATEMENT 


JAN. Ist, 1922 


Capital........ $1,000,000.00 
Assets......... 7,518,599.03 
Liabilities..... 4,877,687.25 


Net Surplus to 
Policyholders. 2,640,911.78 


——-_ 


Fire, Marine, Windstorm, Automobile, 
Sprinkler Leakage, Riot, and 
Explosion Insurance 


New York State 
F. F. Buell, General Agent, Troy 
E. J. Parmelee, S. A., Syracuse 
H. H. Porter, Watertown, N. Y. 
New England 
Geo. Shaw, General Agent, 116 Milk St., Boston 
H. H. Landon, S. A., Springfield, Mass. 
Middle Dept. 
E. A. Morrell, S. A., 205 Walnut Place, Phila. 
Northern New Jersey 
Jas. J. Garland, S. A.,514 Eighth Avenue, Bklyn. 
New York Suburban 
W.P.Phillips, Exec.S. A., 1506 E. 17thSt., Bklyn 
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UNITED STATES BRANCH 


110 WILLIAM STREET, NEW YORK, N. Y. 
HORATIO N. KELSEY, MANAGER 


EVERY INSURANCE MAN 


7 Who travels as Solicitor, Auditor, 
é B Inspector. or Adjuster i is 
4 } 


ELIGIBLE 
TO THE 





ES MOINE 


lowa State Traveling Men’s Association 


‘Oldest and Best’’ 


Accident Insurance at Cost 
Never Exceeded $9.00 per year 
Weekly Indemnity $25.00 
Death Benefit $5,000—$10,000 


Insurance to February 1, 1923, for $2.00 
Write tor Application Blank 
H. E. REX, Sec’y=Treas. DES MOINES, 10W, 


























“The Leading FIRE INSURANCE Co. of America” 


WM. B. CLARK, President 


More than a Century of Service 


Rental Value 

Use and Occupancy 
Profits 

Sprinkler* Leakage 
Registered Mail 
Parcel Post 


Tourists’ Baggage 
Salesmen’s Samples 
Transit Floaters 
yabico)eete)e)t (ms Balle! ae Be-tette 
Explosion 

Riot and Civil Commotion 


has 

WW Evatt 
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Losses Paid over $210,000,000 














E, KIMBALL, Pres't GUY E. WELLS, Vice-Pres’t WM. C. DOOLITTLE, Asst. Sec-Treas. 


CLEVELAND NATIONAL 


FIRE INSURANCE CO. 
CLEVELAND, OHIO 


Because it is a human institution, an Insurance Company cannot be greater nor better 
than the men—officers and agents—engaged in it vice. 

That service is a public one, for upon these men the property interests depend for the 
protection the Company furnis shes. 

There must be efficiency of the highest — and efficiency rests upon close and intelli- 
gent co- operation between manage ment and ager 

Vith all the facilities it can extend to age <d the CLEVELAND NATIONAL guar- 
antees this character of co-operation to din n. 

IF YOU WANT THAT KIND OF COMPANY YOU HAVE A PLACE IN YOUR 
AGENCY FOR THE CLEVELAND NATIONAL. 


ARCHIBALD KEMP, Sec.-Treas. and Manag. Underwriter. 




















Great American 
Susurance Company 


New Pork 


INCORPORATED - 1872 


STATEMENT JANUARY 1, 1922 


CAPITAL 


$10,000.000.00 


RESERVE FOR ALL “OTHER LIABILITIES 


20,592.997.95 
12,213,010.92 
42.806.008.87 


133,275,321.56 


THE SECURITIES OF THE COMPANY ARE BASED 
UPON ACTUAL VALUES ON DECEMBER 31, 1921 


United States Government Bonds 


owned by the Company equal its 
Capital Stock of $10,000,000 


Home Office, One Liberty Street 
New York City 


Pacific Department 
GEORGE H. TYSON, Gen’! Agent 


210 Sansome Street | 
San Francisco, California 


Western Department 
WALTER H. SAGE, Gen’l Mer. 
W. L. LERCH, Manager 
76 West Monroe St., Chicago, III. 

Boston Office 


ROGERS & HOWES, Managers 
4 Liberty Square, Boston, Mass. 


Marine Department 


WM.H.McGEE & CO., Gen’ Asts 
15 William Street, New York City 








Sept 






We 
qhict 
plicat 
not 
waive 
scribi 
answé 
they | 
policy 
provis 
until 1 

The 
that tl 
death | 
be or | 


























tign 1 
whethe 
and th 
ag fol 
mixed 
viz: f 
from t 
head o 
such 4 
Neb.” 
the pa 
record 
ind it 
and th 
parties 
cOwWs, O 
bred, 
home, © 
tained | 
dition ¢ 
coming 
swers 
held the 
estoppec 
any of 
of the | 
The 1 
should » 
been pai 
hot pai 
who wr 
agent a: 
sured si 
mium. 
stances 
that pre 
waived v 
ment in 
Capital 


— ( 


Subra 








cover | 
Negliger 
by ownd 

Wher 
the fire 
donkey 











Thursday 


ry 





SED 
921 


et 


gent 


A gts 
City 








September 14, 1922 


THE SPECTATOR 


Fire Insurance 














Live Stock and Fire Insurance Decisions 
By Harry B. Brapsury, of the New York Bar 














Live Stock Insurance 

Waiver of provisions in a policy as to 
which there are no representations in the ap- 
glication; condition of a policy that it did 
not cover cows which had been bred is 
waived by a statement in the application de- 
gribing a certain number of cows without 
answering the question as to whether or not 
they had been bred; extension of credit to a 
policyholder by a general agent waives the 
provision of the policy that it is not in force 
until the premium is paid. 

The policy in this case contained a provision 
that the company “shall not be liable for the 
death of any animal * * if a cow and it 
be or become bred.” There was no representa- 
fqn in the application for insurance as to 
whether the cows were bred. The application 
and the policy described the property insured 
“Six hundred and four head of 


ag follows : 
* ® 


mixed Hereford and Short Horn cattle * 
viz: five hundred and eighty head of cows 
from three to seven years old, and twenty-four 
head of bulls from three to four years old, all 
such animals being located near Ellsworth, 
Xe.” There was a further description as to 
the particular location. It appeared from the 
record that the cattle were kept in one herd, 
and it was so understood by both the insurer 
and the insured. The court held that both 
parties should be presumed to know that the 
sows, or some of them, would probably become 
ited. The insurer, both by its agent and at its 
home affice, accepted the application which con- 
tained no answers with reference to the con- 
dition of the cattle in respect to being or be- 
coming bred, but did contain questions and an- 
swers as to the other conditions. The court 
held that the defendant should be deemed to be 
«topped from raising the question as to whether 
ay of the cows had become bred at the time 
of the loss. 

The policy also contained a provision that it 
should not be in force until the premium had 
ben paid. As a matter of fact the premium was 
lot paid until after the loss. But the agent 
ho wrote the policy was held to be a general 
agent and such general agent gave to the in- 
sired sixty days within which to pay the pre- 
mum. It was held that under such circum- 
slances the general agent had power to waive 
that provision of the policy, and that it was 
waived under the circumstances stated, and judg- 
ment in favor of the insured affirmed. 
Capital Live Stock Insurance. Co. v. Campion, 
3 ——; 204 Pac., 604. 


Was 
— Cok 


Fire Insurance 

Subrogation; action by company to re- 
cover loss of property by fire caused by the 
negligence of the defendant; proofs of loss 
by owner of property competent evidence. 
Where the insurance company contended that 
the fire was caused by sparks issuing from a 
donkey engine operated by the defendant (not 


the insured), it was held that under the cir- 
cumstances of the particular case it was a ques- 
tion for the jury whether or not the fire was 
caused by the donkey engine, and also whether 
or not the defendant had been guilty of negli- 
gence, and the court approved the following 
charge of the trial judge to the jury: “I charge 
you that the defendant cannot be held to be 
guilty of negligence in this case by the mere 
fact, if you find it to be a fact, that the engine 
in question was emitting sparks at the time of 
the alleged fire, unless you find from the evi- 
dence that the sparks were the direct and 
proximate cause of the fire, and also that the 
defendant was thereby guilty of negligence, and 
thereby occasioned the fire in question.” It was 
also held that the evidence of adjusters, who 
qualified as experts, was properly received on 
the question of the value of the property de- 
stroyed, and it was also proper to receive the 
proofs of loss filed by the owner of the prop- 
erty with the insurance company, to show that 
such owner had complied with the terms of the 
Maris v. H. Crummey, Inc., ——— Cal. 
> 204 Pac., 259. 

Proof of loss; failure to file waiver; when 
adjuster’s statement does not amount to a 
waiver, 

A stipulation in a fire policy that in the event 
of loss the insured shall furnish, within sixty 


policy. 


davs thereafter, proofs of loss to the company, 
unless such time is extended in writing by the 
company, and a further stipulation that it is a 
condition of the policy that a failure to so sub- 
mit the proofs of loss shall render the claim 
null and void, and the further stipulation that 
the policy is accepted subject to all the pro- 
visions therein, and binding pro- 
visions, and a failure to submit proofs of loss 
within the time specified in the policy will pre- 
a recovery by the such 
the policy are waived by the 


are valid 


vent insured, unless 
provisions of 
company or by some agent thereof who has 
authority to make such waiver for the company. 
Where a fire policy contains such provisions, 
and the further stipulation that no officer, agent 
or other representative of the company shall 
have power to waive any of the terms of the 
policy unless such waiver be written upon or at- 
tached to the policy, and that no privilege or 
permission affecting the insurance under the 
policy exists, or shall be claimed by the insured, 
unless it is so written or attached, the refusal 
of proofs of loss offered by the insured to an 
adjuster of the company, and the statement of 
the adjuster that he waived the same and that 
it would be unnecessary to file proofs as he, 
the adjuster for the company, acknowledged the 
loss but denied any liability thereunder, was 
held not to constitute a liability by the company, 
or a waiver of proofs of loss by the company, 
where no such waiver was written upon or at- 
tached to the policy. Folds v. Firemens Fund 
Ins. Co.. ——— Ga. ———; 110 S.E., 925. 
Change of title; sale of stock of merchan- 


II 


dise with a provision that the proceeds of 
daily sales shall be applied to the payment of 
the purchase price; when policy becomes 
void. 

The owner of a store and a stock of mer- 
chandise sold the same, together with the land 
and building on which the store was situated, 
under an agreement by which it was provided 
that upon taking possession immediately of the 
stock of merchandise the purchaser should ap- 
ply all moneys received from sales thereof for 
the purpose of replenishing said stock of goods 
and liquidating the sum of $1250, which was 
due to the seller, until said sum was fully paid. 
The seller remained in the store and assisted in 
the work thereof, but gave notice to the whole- 
sale dealers, and to the public generally, through 
the newspapers, that he had sold the store and 
named the purchaser. The seller had secured 
insurance in the defendant company, but gave no 
notice to the company of the change of owner- 
ship. After the fire the seller contended that 
there had been no real change of ownership 
and that the deeds to the property had not been 
delivered. The court, however, held that there 
had been a change of ownership under the cir- 
cumstances mentioned, and that the insurance 
Arizona Fire Ins. Co. 
; 205 Pac., 


company was not liable. 
v. Dillingham, Ariz. 
580. 

Failure of general agent to forward appli- 
cation promptly; liability of company for 
negligence by reason of a fire during the 
period in which the agent negligently failed 
to forward the application. 

The owners of a thrashing outfit gave an ap- 
plication on June 5 to a soliciting agent of an 
insurance company for a policy for the thrash- 
The machinery had 
not arrived when the application was given and 
it was understood that the soliciting agent was 
to hold the application until the machinery did 
arrive. With the application was a promissory 
note for $54 to cover the premium, which note 
was accepted by the soliciting agent. The 
machinery arrived on June 15, and the owner 
immediately notified the agent of that fact. The 
soliciting agent at once sent the application with 
the note to a general agent of the insurance com- 
Upon receiving the application and note, 


ing season on his outfit. 


pany. 
the general agent gave notice to the soliciting 
agent that the amount of the premium note 
should be $59.40, instead of $54 and that the pre- 
mium note should be made payable on July 15 
instead of July 20 as it was made out, as the 
company did not accept premium notes in such 
cases made payable at a later date than July 
15. The owner, upon receiving this information 
from the soliciting agent, gave him authority 
to change the date and the amount of the note, 
according to the advices of the general agent, 
which authority was conveyed to the office of 
the general agent immediately by the soliciting 
agent. This authority was given to the general 
agent on June 20, but he did nothing about 
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SOME FIRE, CASUALTY AND MISCELLANEOUS INSURANCE PUBLICATIONS OF 


THE SPECTATOR COMPANY 


Standard Insurance Publishers 


THE SPECTATOR 


An American Weekly Review of Insurance—Subscription, $4.00 Per Year 


THE INSURANCE YEAR BOOK 
FIRE AND MARINE VOLUME $15; LIFE, CASUALTY AND MISCELLANEOUS VOLUME $15; THE SET $25 





Fire and Marine Publications 


Agents’ and Inspectors’ Pocketbook of Fire Protection 
Agent’s Key to Fire Insurance 

Building Construction as Applied to Fire Insurance 
Condensed Chemical Dictionary 

Crane’s Expiration Registers 

Distribution by States of Fire Insurance 

Fire Insurance Agent and His Agency 

Fire Insurance Inspection and Underwriting 

Fire Insurance Law Chart 

Fire Insurance Laws, Taxes and Fees 

Fire Insurance Pocket Index 

Fire Prevention and Protection 

Fire Underwriters’ Rating Bureau Map 

Fire Underwriting Profit and Loss Tables 

Hand Book for Fire Insurance Agents 

Marine Insurance Chart 

Mutual Fire Insurance Fallacies 

Operation of 80% Average Clause 

Quick Pro Rata Premium Table 

Ready Reckoner for Earned and Unearned Premiums 
Ready Reference Ledger 

Reports of Fire Insurance Companies 

Semmann’s Fire Insurance Cancellation Tables 
Special Agents’ and Adjusters’ Handbook 

Special Agents’ Electrical Handbook 

Stock vs. Mutual Insurance 

Underwriters at Lloyds, London 

Universal Manual of Fire Insurance Cancellations 
Weakness of Mutual Fire Insurance 

Where Fire Insurance Dividends Come From 


$2.50 
3.50 
1.50 
5.30 
6.50 up 
10.00 
1.00 
5.00 
3.00 
15.00 
75 
4.25 
3.00 
10 
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10 
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-50 
7.50 
5.00 
5.00 
2.00 
2.00 
1.00 
10 
10 
3.00 
10 
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Casualty and Miscellaneous Insurance Publications 


Accident Insurance Manual 
Adjusters’ Manual for the Settlement of Accident and Health 


Claims 8.00 
Benefits Under Accident Policies 50 
Causes of Disability 10.00 
Classification of Occupations for Accident and Health Insurance 1.50 
Claims Arising from Results of Personal Injuries 3.50 
Daily Casualties—an accident leaflet 10 
Defying Fate—an accident leaflet 10 


Digest of Workmen’s Compensation Law in the United States 5.00 
Handy Chart of Casualty and other Miscellaneous Insurance 


Companies in America 15 
Health and Life Insurance Tables 10.00 
Industrial Claim Adjuster, The 1.00 - 
Investigators’ and Adjusters’ Hand Book 2.50 
Liability Investigators’ Hand Book 1.50 
Manual of Fidelity Insurance and Corporate Suretyship 2.00 
Method of Deducing Liability Rates 1.00 
Practice of Insurance Against Accidents and Employer’ Liability 2.50 
Pocket Register of Accident Insurance 675 
Principles of Surety Underwriting 3.50 
Selection of Risks by the Casualty Solicitor .50 
Social Insurance, by I. M. Rubinow 4.20 
Something is Always Happening—an accident leaflet : 10 
Standard Accident Table, A 1.50 
Tables of Comparative Benefits of Various Compensation Laws 1.00 
This May Happen to You 25 
Thousand and One Hints to Industrial Agents 1.50 
Underwriting and Investment Profits and Losses 10 


Sole Agents for all works handled;by CHARLES & EDWIN LAYTON, of London, England 
Send ten cents for new complete Catalogue’ of| Insurance Publications with descriptive circular of books listed above 





BUILDING CONSTRUCTION 
AS APPLIED TO FIRE INSURANCE 
By Cuar.es C. DoMINGE 
Also 


INSPECTING FOR FIRE 
INSURANCE PURPOSES 


By Water O. LincoLn 


PRICES: 


In Paper Cover, $1.00 
In Substantial Cloth Binding $1.50 
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WHEN IT IS PUBLISHED B 


THE SPECTATOR COMPANY 

IT IS 

THE STANDARD WORK 
ON THE SUBJECT 
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TWO GOOD SELLERS 


FIRE INSURANCE INSPECTION 
AND UNDERWRITING 
By C. C. DomincE and W. O. LincoLn 


Price $5.00 


THE AGENT’S KEY TO FIRE INSURANCE 


By Rosert P. BARBouR 
Price $3.50 











THE SPECTATOR COMPANY 


CHICAGO OFFICE 
Insurance Exchange 


135 WILLIAM STREET 
NEW YORK 
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TALK EXPENSES 


leading Fire Executives Fail to Solve 
Problem 


APPOINT SUB-COMMITTEE 
esentatives of Leading Organizations 
Attend Meeting 


The | yo-heralded conference on acquisition 


Repr 


held in this city last Thursday and 


+ was 
st Was + 


attended by thirty prominent underwriters, 


vanesenting the four most prominent organiza- 
al the Union, the Western Insurance Bureau, 

South-Eastern Underwriters Association 
o( the Eastern Union. No solution of the 
ccghlem was arrived at and the meeting was 
with a general discussion of the situa- 
n, Subsequently, O. E. Schaefer, who was 
he chair, appointed a committee of three 
-ersons from each organization to continue the 
consideration of the matter, which will report 
ck by November 15. The committee will be 
composed of John M. Thomas, Ralph B. Ives 
nd George H. Bell for the Western Union; 
Veal Bassett, Charles F. Sheldon, Benjamin 
\yerbach for the Western Insurance Bureau; 
er, W. R. & Prescott, A. R. Phillips 





the matter and allowed the application and the 
te to remain in his office. On June 30 the 
property was destroyed by fire. The company 
denied ligbility, and an action for the amount 
of the loss was begun against the company, 
based on the negligence of the general agent in 





either forwarding the application or in giving 
notice to the applicant for the insurance that 
he had not forwarded it. The application for 
the insurance contained the following provision: 
“This application is made subject to the ap- 
proval of the company, at the office of the man- 
ager of its Western department at Rockford, 
Il, and is subject to the conditions hereof, and 
of the policy that may be issued thereon, and 
shall not he binding upon the company until this 
application has been received and approved by 
the manager of its Western department at Rock- 
ford, Ill. It is agreed that the company shall 
not be hound by any representations of ap- 
plicants or statements of the agent not con- 
tained herein. It is agreed that this application 
and the policy issued thereon shall be the sole 
basis of the contract between the said company 
and the insured, and I hereby agree to all the 
conditions contained herein, and to the condi- 
tions contained in the policy issued hereon.” 
The company denied liability on the ground that 
lo policy had ever been issued, and it was un- 
der no contractual relation with the plaintiff. 
The court, however, found that the company 
Was liable for the negligence of the general 
agent in not forwarding the application, or not 
giving notice to the applicant for insurance that 
tt would not be forwarded, but left such appli- 
cant, by implication, to believe that the insur- 
ance had been placed, and gave judgment for 
the amount of the loss, less the amount of the 
Premium. Security Insurance Co. v. Cameron, 


=—— Oki 


la. ———; 205 Pac., 153. 





for the South-Eastern Underwriters Asso- quiet, but it is a likely prediction that they will 
ciation, and C. W. Bailey, E. T. Cairns, George make themselves very much heard at their con- 
G. Bulkley and O. E. Schaefer for the East- vention early next month at Hot Springs, Ark. 


ern Union. Tue Spectator reporter has yet to meet an 
In view of the magnitude of the question in- zgent or broker who feels that he is receiving 

volved, there was little expectation that the ico much compensation for his service. 

single conference would be able to reach any The conference adopted the following resolu- 

decision. There are so many angles and differ- tion: 

ent points of view that the matter of expenses Resclved, That a committee of three from each or- 

ay remain unsolved for many months to come. ganization represented here be appointed to consider the 


acquisition cost and compensation to agents and brokers 
and report back to this committee not later than 


November 15, 1922, and 


¥f, however, the insurance company executives 
fail to cope with it the only thing that will 


remain will be for the Insurance Commission- Further, That the chair be empowered to invite addi- 

crs to take the matter in hand themselves. tional members from non-affiliated companies; also that 
The cost of business is too high. There the chair be member ex-officio of this committee. 

does not appear to be any contention on that The following attended the meeting: 

point. What does loom as the obstacle is how Western Union.—John C. Harding, Geo. H. 


to reduce the acquisition. Practically every Bachelder, Geo. H. Bell, Ralph B. Ives, E. W. 
suggestion that has been offered so far treads Law, W. L. Steele, J. M. Thomas, J. R. Wilbur. 
on the tender corns of some executive. The Western Insurance Bureau.—Neal Bassett, J. 
brokers and agents themselves are unusually ‘ester Parsons, Benjamin Auerbach, Waite 

















What Every Agent Knows 


“He who hath the truth at his heart need never fear the want 
of persuasion on his tongue.’’—John Ruskin 


The foundation of successful salesmanship is confi- 
dence. The purchaser must have confidence in the 
seller. The seller must have confidence in the thing 
he has to sell. 


Confidence inspires confidence. The sincere ring in 
the voice of the seller carries conviction to the mind 
of the prospect. 





In no form of selling does confidence play a more 
important part than in the selling of insurance—an 
intangible service of a technical nature. 


No man can foresee all the contingencies that may 
arise in the event of a loss. Much must, and always 
has depended, in dealing with broad-gauge companies, 
upon the spirit of the contract. 


Any agent who represents a company like the 
Fireman’s Fund can sell with unbounded confidence 
—in the security of the contract he sells, of course— 
but, more important still, with confidence in the 
spirit in which the company will interpret its 
contract. 


Many a Fireman’s Fund agent has said, “There is no 
company I would rather represent or be insured in 
than the Fireman’s Fund.” Such agents believe be- 
cause they know. They sell because they believe. 


Fire Automobile and Marine Insurance 


FIREMAN’S FUND 


INSURANCE ¢ COMPANY 
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ROSSIA INSURANCE COMPANY 
OF AMERICA 
THE FIRE REASSURANCE COMPANY 
OF NEW YORK 
AMERICAN FIRE INSURANCE CORPORATION 
OF NEW YORK 
UNION RESERVE INSURANCE COMPANY 
OF NEW YORK 
REINSURANCE 
HARTFORD CONN. 











Detroit Fidelity 


and 


Surety Company 


Is already one of the largest companies 
writing fidelity and surety bonds ex- 
clusively. New agents are being ap- 


pointed every day. 


Address the 


Agency Department 
Milwaukee and Cass Avenues, Detroit, Mich. 

















PUBLIC LIFE INSURANCE CO. 


$500,000 Authorized Capital 


is now offering 


SPECIAL INDUCEMENTS 


for 


SUPERINTENDENTS and ASSISTANTS 


Correspondence Treated Confidentially 
Write today; we may have just what you want 


a 


ALFRED CLOVER, General Manager, 
Chairman of the Board 


108 So. La Salle Street CHICAGO, ILLINOIS 
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Fire Insurance 








UNADMITTED COMPANIES 


Write $50,000,000 of Fire Insurance in 
Texas 





BILL PREPARED FOR REGULATION 


John M. Scott Urges Unlicensed Compa- 
nies Be Taxed 

Aystin, TEX., September 11.—Approximately 
0,000,000 of fire insurance business is written 
wmnually in Texas by non-admitted companies, 
that is, by companies not having licenses to 
transact business in the State, according to John 
\. Scott, Deputy Commissioner of Insurance, 
yho is determined that these non-admitted com- 
panies shall pay some sort of a tax to the State. 

This condition of affairs is what prompted 
Deputy Insurance Commissioner Scott to pre- 
pare a bill. which is to be introduced at the com 
ing regular session of the legislature, proposing 
an annual tax equal to I per cent upon the total 
amount of insurance or guarantee, or renewal 
thereof, written on Texas business. 

Since the recent announcement that such a 
measure is to be submitted at the next session 
of the Texas legislature, which convenes in Jan- 
vary, Deputy Commissioner Scott said he has 
been receiving much encouragement from repre- 
sentatives cf the leading fire insurance com- 
panies doing business in Texas. The regularly 
licensed companies are back of the movement 
and will urge the enactment of the measure 
when it is presented to the lawmakers. 


Marine and Motor Examined 
11.—Report of 
Insur- 


September 
Marine and Motor 
ance Company of has just 
heen made public by James L. Chapman, State 


Austin, TEX., 

examination of the 
Galveston, Tex., 
Commissioner of Insurance and Banking. As 
tc the scope of the examination the examiner 





Woed, C. H. 


Pieper, N. A. 


Bliven, E.G. 
Yunker, 
South-Eastern Underwriters Association.—S. 
Y. Tupper, WW. [2. Chapin, A. R. Phillips. 
Eastern Union.—O. E. Schaefer, E. Archer, 
C.W. Bailey, Guy Beardsley, George G. Bulk- 
ley, E. T. Cairns, R. C. Christopher, F. W. 
Koeckert, John Kremer, Wilfred Kurth and 
G A. Russell. 


Violence in Rail Strike 




















SEVERAL Lives Were Lost WHEN THE ABOVE STRUCTURE AT PittspurGcH. Pa., Was DeEsTROYED 
BY Frre RECENTLY : 


reported: “In accordance with an agreement 


with the department, your examiner limited his 
work largely to an examination of the com- 
pany’s condition as of June 30, 1922. This was 
done because of the fact that the company has 
heen gradually retiring from business, except 
marine insurance, since January 1, and there is 
a probability that it will be liquidated at the 
close of the current year.” 


The contains a financial statement 


showing income and disbursements of the com- 


report 


for the first haif of 1922 and its condition 
The 


$217,903, 


pany 
as of June 30. income totaled, $76,581; 
I 


disbursements, of which $115,762 


The 


e¢ross amount paid for losses was $118,324. The 


represents net amount paid for losses. 
liabilities total $287,703: surplus over all liabili- 
ties, $48,422; surplus as regards policyholders, 


tal » 
$246,432. 


SPEAKERS’ BOARD 


Pennsylvania Insurance Federation Orators 


to Address Clubs in All Parts of State 

A speakers’ board or committee of speakers 
is being established by the Pennsylvania Insur- 
ance Federation. This body will be composed 
of insurance experts and specialists, who will 
be called on from time to time to speak on in- 
surance topics in all parts of the State. Re- 
garding this interesting imnovation, Secretary 
G. R. Dette says: 

The Penrsyivania Insurance [ederation is 
very much interested in an educational cam- 
paign, to be continued throughout the year, to 
show the public that the insurance interests and 
their representatives deserve their entire con- 
Sdence. We want to gain this confidence by 
showing that we are just as essential to the 
welfare of each community as is the lawyer, 
doctor, fireman or policeman. 

















Better Business Beckons You! 


It’s just around the corner. Be prepared to get your share. 63 
years of fair dealing. 53 millions in losses paid. Excellent 
service and facilities make National Liberty policies easy to sell. 


Agents wanted in open territory. 





Apply today. 





NATIONAL LIBERTY INSURANCE CO. 
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Tornado Windstorm 





Rentand Rental Values 





Explosion and Riot 





Use and Occupancy 





Sprinkler Leakage 











Cash Capital. ......- $1,000,000 





OF AMERICA 





Tourist Baggage 























Policyholders’ Surplus 3,785,733 
1 Premium Reserve.... 6,553,104 M. J. Averbeck, Chairman C. H. Coates, President 
Assets 11,923,145 Home Office, 709 Sixth Avenue, New York City <= Marine 
A ae eer Western Dept., 207 North Michigan Blvd., Chicago 
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WE WANT AGENTS Three Essentials of Salesmanship 


to push our five-point-nine policies. 
Excellent Iowa territory and liberal 
contracts for men of good reputation. 


e “THE COMPANY OF CO-OPERATION” 
THE DES MOINES LIFE & ANNUITY CO. 


Home Office—Register Tribune Bldg.—Des Moines, lowa 





By E. M. Freudenberger 


A leaflet which points out how salesmanship may be assisted 
by giving attention to the three features which are accentuated 


in this 
“KEY TO PRODUCTION” 


PRICES: 
. Single copy, 15 cents 
50 ROS ie nrare: ote sti sas $2.50 1,060 copies......... $25.00 
100 copies............ 4.00 5,000 copies...) 17)" * 100.00 
FU, CINE 5.5.55 sceca'ie sare 15.00 10,000 copies.........° 180.00 


THE SPECTATOR COMPANY 
cwarsen Orrice : 135 Wituram Srpp 
nsurance Exchange _EW YORK 

















EAR IT RE ERIE A OMT TOPE ES ES 
ATID APTI CS PAE 


P | CE N | xX ASSURANCE COMPANY 
LIMITED, OF LONDON 
(ESTABLISHED 1782) 
AUTOMOBILE—USE AND OCCUPANCY—TORNADO—SPRINKLER 
LEAKAGE—EXPLOSION AND RIOT, AND CIVIL COMMOTION 


HEAD OFFICE FOR THE UNITED STATES 
100 WILLIAM STREET, NEW YORK CITY 
PERCIVAL BERESFORD, Manager 


PEN TEP 











INSURANCE COMPANY 
F SCOTLAND 
Founded 1805 
“THE OLDEST SCOTTISH INSURANCE OFFICE” 
U. S. Head Office: 
CALEDONIAN BUILDING 50-52 Pine Street, N. Y. City 


CHAS. H. POST, U. S. Manager 
R. C. CHRISTOPHER, Assistant U. S. Manager 


CALS. 
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GREAT REPUBLIC LIFE INSURANCE COMPAN 


Los Angeles, California 


CAPITAL, $500,000 FULLY PAID 


GREAT OPPORTUNITY 
FOR LIVE MEN 
H. S. Bridgewater, 1951-52 Railway Exchange Bldg., St. 
Louis, Mo., Manager Missouri and Kansas. 


J. R. Railey, 401 Dallas County State Bank Bldg., Dallas, 
Texas, Manager Texas, Oklahoma and New Mexico. 


W. H. Savage, Vice-President and Agency Director. 











AGENTS WANTED 


To sell an unrestricted Accident and Health policy; 
T oli i 
$9.00 quarterly. Cuvers every disease and oer woe 
Liberal commission paid to live producers. - 


CENTRAL BUSINESS MEN’S ASSOCIATION 


H. G. ROYER, Pres. 
C.O. PAULEY, Sec’y. & Treas. 


Westminster Bldg, 
CHICAGO, ILL, 





Clarence J. Daly, President 


EXCELLENT OPPORTUNITY 


for Reliable, Energetic men to represent us in the st 
Hilinois and Missouri with direct Home Office contracts, Libera 
policies. 


CAPITOL LIFE INSURANCE COMPANY 
OF COLORADO 
DENVER, COLORADO 








Equitable Life Insurance Company 
of the District of Columbia 
ORDINARY AND INDUSTRIAL 


Established in the District of Columbia, West Virginia, Ohio and 
elaware 

. HENRY P. BLAIR 

5 . JOSEPH SANDERS 

. WILLIAM A. BENNETT 

‘ ALLEN C. CLARK 

. GILBERT A. CLARK 


‘WASHINGTON, D. C. 


President 

Vice President 5 : : ‘ é ‘ 
2nd Vice President (Agency Supervisor) . 
Secretary 2 : - “ r - 
Actuary : . . 


Main Office, 816 14th Street, N. W., 
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THE MUTUAL LIFE OF ILLINOIS 


HOME OFFICE: 
SPRINGFIELD, ILL. 


An ‘Old Line’’ Legal Reserve Company 
issuing all the standard forms 
of policies. 


Good territory in Illinois still open. Will 
be pleased to hear from anyone interested. 




















YOUR CHANCE 


To become Supervisor in Connecticut for a 
young life insurance company; one of the 
kind where personality and hard work will 
receive a visible reward. 


Address P. L. care of THE SPECTATOR, Box 1117, 
New York City. 











Industrial Life and Health 


Insurance Company 
Home Office: 91-98 Walton Street, Atlanta, Ga. 


Insures men, women and children against loss by 
sickness, accident, death, all under one ed 
Premiums 5 cents to 50 cents per week. 


JOHN H. McEACHERN, President 
R. H. DOBBS, Ist Vice-President 
S. C. McEACHERN, 2nd Vice-President 
I. M. SHEFFIELD, Secretary 
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JUST PUBLISHED 


AGENTS AND BROKERS! ADD TO YOUR INCOME 
LEARN OF NEW OPPORTUNITIES FROM THE BOOK 


SURETY BONDS 


By EDWARD C. LUNT 


A well known surety official and underwriter of long experience 


THE CHAPTER TITLES EMBRACE 


Preliminary and General Topics Judicial Bonds 
The Underwriting of Fidelity Risks from the Stand- Contract Bonds 


Underwriting y ance Bonds from the Stand= Piduciags Bends 
point of the Obligee : 
Special Classes of Fidelity Bonds ee Security 

Position Fidelity Bonds rohibitio 


cial Fidelity Bond Topics License and Permit Bonds 
boxer adh Blanket Bonds " Special Classes of Surety Bonds 
Public Official Bonds—General Considerations Automobile-Conversion Bonds 7 
Public Official Bonds—Certain Important Species A Diffident Word to Home Office Executives 
of the Genus Suggestions to Agents 


TABULAR INDEX—FIRST AID TO AGENTS 


Anappendix contains a Tabular Index which is described as ‘‘First Aid to Agents,’’ and which, with notes, occupies 12 pages. It lists about all the important kinds 
of bonds that commonly come up in the day's work, shows the classification of each, lists the page of the General Manual where it is treated and the section of 
this book where it is dealt with, and refers to notes giving general underwriting information about particular bonds. 


Surety Bonds contains 370 pages of information which will be found of great service by surety underwriters, agents and brokers. 


Price per Copy, $2.50, delivered. Discounts in Quantities 


THE SPECTATOR COMPANY 
SELLING AGENTS 














1922 EDITION ian 


DISTRIBUTION BY STATES NEW HAMPSHIRE 


OF FIRE INSURANCE 
IN THE UNITED STATES FIRE 


Shows 1921 Net Premiums Received and Net Losses INSURANCE ( ‘0. 
ne (MANCHESTER, N. H. 
EACH STATE and in CANADA So = Za 


in the following divisions 






Fire Insurance, Motor Vehicle Insurance, 
Tornado Insurance, Hail Insurance. 
Total Business (All Classes) 


The statistics relating to Fire Insurance and Total Business 
are subdivided according to classes of companies as follows: 
STOCK COMPANIES | 

MUTUAL COMPANIES, 
LLOYDS and INTER-INSURERS 


Totals for 1921 and when possible for four previous years 
follow each division in each State’s record. 
There are also given two 


IMPORTANT RECAPITULATION TABLES, | 
ONE COVERING BUSINESS OF 1921 | 


“2 


FIFTY-SECOND 

















TRANSACTIONS OF ay UEARS a 93" STATEMENT 
This v ’ wee? —s a ; 
Ce a it bond tie CASH CAPITAL $ 2,000,000.00 
or in the grip of every managing underwriter and special agent. ASSETS 10.944,349.77 
PRICE, $10. LIABILITIES.Except Capital 5.905.144.09 
THE SPECTATOR COMPANY SURPLUS TO POLICYHOLDERS 5.039.205.68 
CHICAGO NEW YORK 
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American 
National Insurance Company 
OF GALVESTON, TEXAS 


W. L. MOODY, JR., President SHEARN MOODY, Vice President 
W. J. SHAW, Secretary 


FINANCIAL STATEMENT 


DECEMBER 31, 1921 


ADMITTED ASSETS 

$896,517.61 

4,108,612.42 
1,000.00 

1,198,944.47 


Real Estate Owned 

Mortgage Loans (First Lien) 

Collateral Loans 

Loans Made to Policyholders (on this company’s Policies) 


Cash in Banks 

Certificates of Deposit 

Interest Due and Accrued 

Deferred and Uncollected Premiums 
(Less Loading) 

All Other Assets 


237,661.04 
221,999.36 


493.95 
$11,672,936.92 


LIABILITIES 


Net Reserve, American Experience 
(3 and 3}4 Per Cent) 
Special and Contingent Reserves 
Reserves for Death Losses in Process of Adjustment or Adjusted 
and Unpaid 
Reserves for Taxes 
All Other Liabilities 
Capital Stock 
Assigned Funds 


$9,261,807.63 
204,251.00 


105,608.25 
129,129.51 
158,244.72 
$500,000.00 

243,252.00 
1,070,643.81 
1,813,895.81 


Surplus to Policyholders 
$11,672,936.92 


TOTAL LIABILITIES 


ORDINARY AND INDUSTRIAL LIFE INSURANCE IN FORCE 
$157,699, 773.00 


Operates In Nineteen States and the Republic of Cuba 
“ANCHOR TO THE ANICO” 


Ss IS YOUR : 
AUDIENCE © 
ASLEEP? 


When you speak of the value of life insurance protecs. 
tion, is part of your audience asleep? 


All those folks to whom you are unable to offer a policy” 
might as well be in dreamland as far as your results ara” 
concerned. 3 


When you speak for The Lincoln National Life Insura: 
ance Company you are sure you can interest your entire. 
audience, because The Lincoln Life issues policies on” 
practically all applications sent in. i 


(ink uP (wis THe (LINCOLN) 


The Lincoln National Life Insurance G0, 


“Its Name Indicates Its Character” 
Lincoln Life Building FORT WAYNE, INDIANA” 
Now More Than $220,000,000 in Force 4 


























Federal Surety Company 


Home Office, Davenport, Iowa 


Began business July Ist, 1920 
Licensed by U. S. Government November 20th, 1920 


An Institution of Service 


Writing Fidelity and Surety Bonds, Accident and 
Health Insurance. Burglary, Larceny, Theft and 
Hold-up Insurance. General Liability and Ele- 
vator Insurance. Automobile Liability, Property 
Damage and Collision Insurance. 


Workmen’s Compensation 


We are well equipped to serve Agents of the Mis- 
sissippi Valley —Correspondence Solicited. 


OAKLEY H. BEYER 
Superintendent of Agents 


W. L. TAYLOR 
Vice-President and General Manager 
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** Life Insurance and 


—How To Sell It’ 


ERE’S A BOOK “chock full’ of the 

newest there is in life insurance salesman- 
ship—the actual methods; plans; suggestions; 
money making, sales-producing ideas of the 
most successful salesmen. As interesting as 
it is helpful. Not the theory of one man but 
the compilation of experiences of nearly a 
hundred star producers. They tell you how 
they do it. Get this book of good things. 


ABSORBING AND INTERESTING 
$1.00 postpaid 


The Insurance Field Co. 
Incorporated : 
Box 617 ' Louisville, Ky. 7 
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New York and Chicago, Thursday, September 14, 1922 








Industrial Insurance in England 


By Louis Warp 


HE great hold which the industrial 

life insurance companies of England 

have upon the people was shown in 
joi2 when the National Insurance Act, fath- 
fered by Lloyd George, the present Prime Min- 
jster, became operative. Many members of 
parliament, particularly the socialists and 
laborites, thought the measure should provide 
for some form of life insurance and a fight 
Ho this end was made, but the great industrial 
companies and collecting societies defeated it. 

The American who has investigated indus- 
trial insurance in England must have been 
impressed by the thoroughness with which the 
companies cover the ground. There is scarcely 
a farm or a cottage in the whole of the country 
that is not personally visited by an agent of 
some institution or other. Those who have 
never travelled in England may take a glance 
at the map of the world and think this is a 
simple matter, but any one acquainted with 
the country will know that in that country 
as well as others there are many lonely cot- 
fages and farm houses, far from the beaten 
track. 

The industrial life underwriters of England 
ate divided into two classes. There are the 
stock companies like the Prudential and the 
Refuge, and the mutual or collecting societies 
like the Liverpool Victoria and the Royal 
Liverpool. The latter class are supposed to be 
tun by their own members and are governed by 
a different charter to that of their powerful 
competitors, the stock comppanies, but this con- 
trol is largely in name—although now and 
then a member docs exert his influence. The 
collecting societies are a little more generous 
with their members in the matter of areas, 
bonuses and a few other things than the stock 
companies are with their policyholders, but 
the big difference is in the treatment of the 
agents. The agent for the stock companies 
must make good all lapses, but the collector 
for the Society is expected to make only half 
of them good, and even when he falls behind 
this mark a readjustment of the debit is fre- 
quently made. Some of the collecting societies 
have no debit arrangement, merely requiring 
that the collectors collect an amount equal to 
that which they have been paid in “times.” 
The stock companies pay from 12 to 16 
times” for new business, whilst the Societies 
pay as high as 20. The latter also pays a 
higher collecting commission in most cases, 
the amount being around 20 per cent. The 
agent of the stock company is an employee of 


the company, but the collector for the collect- 
ing society is regarded as the owner of his 
book and can sell it, the price being so many 
“times” the weekly collection. Some of these 
books sell for as much as 40 “times,” but 30, 
25, or even 20 is considered a fair price in 
some districts. A great deal depends on the 
time taken to collect the money. Another ad- 
vantage which the collector of the Society has 
over the agent of the stock company is that 
he receives payment for writing out his book, 
which is done This pay- 
ment is usually based on the value of the 
weekly collection, and may run into many 
dollars. The directors of the Societies, of 
course, reserve the right to dismiss a collector, 
but they will put up with a great deal before 
they will do so. 


every six months. 


The stock companies of England will accept - 


a penny premium, which is about two cents 
in American money. This is small, but the 
collecting society will take a half-penny or 
one cent a week. Children are insured in Eng- 
land as soon as they get a name and I have 
heard of agents who will exact promises of 
new business from expectant mothers. At 
one time the law was very lax in the matter 
of insuring children but ten or twelve years 
ago an act was passed which forbid any one 
but parents or guardians to take out an in- 
surance policy on the life of a child. The 
stock companies will not insure illegitimate 
children until they are, I think it is, a year old, 
but the collecting societies do not make any 
distinction in this regard. A great deal of 
industrial insurance is written on elderly 
couples, the premiums for which is paid for 
by their children. A little over a decade ago, 
a great deal of this business was written with- 
out the knowledge or consent of the person 
insured. The agent would get the person pay- 
ing the premiums to sign the name and give 
him‘or her the policy. The law regulates this 
business to-day. 

The American life agents are not very par- 
ticular as to what they say about each other’s 
companies when they get pushed very hard, 
but the industrial life agents of England are 
very reckless indeed in this regard. The most 
extraordinary statements are made from time 
to time, particularly in the country districts 
where the people are ignorant. In that country 
there is no one resembling our insurance com- 
missioners to whom an injured party can ap- 
peal, so it is up to each agent to fight his own 


case. The transferring of business from one 


IQ 


company to another is frequent and leads to 
some bitter contests. 

The English industrial agent is a hard and 
energetic worker and will go anywhere to get 
an application—a “proposal” it is called out 
there. I knew one agent who once wrote an 
application in a home where death had oc- 
curred the night before and used the coffin of 
the dead man as a desk, and he was in it, 
too! As in the large centers of this country, 
some of the people are very poor and are often 
penniless when death comes. A woman once 
walked three miles to see me about her hus- 
band’s insurance immediately after he had 
been pronounced dead. Although life in- 
surance has such a hold in England, particu- 
larly industrial insurance, there is considerable 
prejudice against it. Much more than here. 
When I started in 1906, I was frequently re- 
ferred to as “the wish-me-dead” agent and I 
felt for a long time like something between 
an undertaker and a hangman, if you can 
imagine a cross between them. I have met 
men who were not worth $250 who thought 
life insurance quite unnecessary. They ex- 
plained that they would get buried somehow, 
everybody did, and if they did not—well, they 
did not worry very much. The sentiment is 
changing but this prejudice still lingers in 
the country districts. It is so strong in some 
cases that you could not give insurance away, 
if you allowed a fee for carrying it! 

The English agents do not have so many 
“contests” as they have here, but the special 
agent makes up for it. He is often unattached, 
going from district to district. He -calls at 
the homes of the policyholders with the agent, 
who often introduces him as one of the “Big 
Men” from headquarters. After he has ex- 
amined the receipt book he then tries to get 
(Mrs. Brown to add another penny or twopence 
a week here and there. Some of these 
“specials” are unscrupulous, but many are 
really good, helpful fellows. 


Columbia Mutual to Build 

MempPHIs, TENN., Sept. 5.—The Columbian 
Mutual Life Assurance Society of Memphis 
will erect a twenty-two-story skyscraper on the 
site of the Odd Fellows’ building soon, accord- 
ing to Lloyd T. Binford, president. The plans 
have been drawn up by Bayer-Baum & Co., 
St. Louis architects, he said. The building will 
be erected, it is said, at North Court avenue 
and Main street and will cost approximately 
$1,000,000. 


—The Insurance Chronicle reports that the Gresham 
Life Assurance Society has decided to cease writing 
business in Canada. 








Proper Foundation 


Through being, very largely, creatures of 
habit, men are prone to be satisfied with given 
results on many occasions—simply because 
such results have been the usual experience. 
If less easily satisfied, however, and disposed 
to question and experiment, it not infrequently 
happens that some men demonstrate that there 
is really no good reason why much better 
results should not be forthcoming. 

In our business, and for years, there has 
been a thought too common in the minds of 
men that production cannot be effected during 
the summer period. This old-fashioned and 
erroneous notion is being splendidly upset this 
summer, by many of the more modern thinkers 
and workers in our field organization. 

Just how this is being done in one note- 
worthy instance, is cited below and we heartily 
commend the practice as unexcelled to all: 

“Noting the company’s desire to make a 
good showing during the summer quarter, we 
decided so far as possible to co-operate. With 
this end in decided to have the 

‘neglected art of straight canvassing pursued 
with greater diligence. Every man is expected 
to straight canvass and produce evidence of 
his work in the shape of straight canvass back 
calls. Introductions or opportunities to da 
business on his have taken the 
form of promised applications are not con: 


view we 


debit which 


sidered in this connection. 

“Straight canvass is in the opinion of the 
writer vital to the 
ing life insurance organization, and an agency 
that is doing well and neglects the straight 
canvass is at best enjoying but a temporary 
success. Straight canvassing in the opinion 
of the writer well developed in- 
surance men. The knowledge that they gain 
from reading books and listening to insurance 
talks may make its impression on their minds, 
but the value of it is most apparent when 
they find themselves face to face with a door 
that is opened by someone they have never 
talked with. It is then that their knowledge 
is put to a practical test. 
securing the attention of the person called 
upon they have gained a_ moral 
whether an application results from the inter- 
It has the effect of developing 
their argumentative power, and this develop- 
ment is bound to manifest itself to good ad- 
vantage in all of their soliciting activities, 
whether on a debit, on the street or in the 
office. 

“It is my honest opinion that no man taken 
into this business who has not had a training 
in straight canvassing is ever fully qualified 
for an assistancy, as without such training 
he is unable to properly direct the affairs of 
those identified with his staff. 1] 
there would be fewer finals if all men were 
thoroughly drilled in straight canvass. There 


welfare of any produc- 


produces 


If they succeed in 
victory, 


view or not. 


believe that 


are mary good men that find their way into 
this business, make good records for a time 
by traveling the path of least resistance, but 
later on find that the sources of production 
tapped by that method have reached a diminish- 
ing point, not realizing the value of straight can- 
vass, never having been properly drilled in 
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it. Rather than continue as a failure in this 
business they seek employment elsewhere, and 
their resignation soon follows. 

The field man is losing a good percentage of 
his gratuities and renewals by being over- 
anxious to write an application, instead of 
selling his goods. It is logic that training to 
sell not less than one application per day (in- 
dustrial), and one ordinary per week (no limit 
to the figures, boys!), will bring quality first, 
and quantity next. The field man following 
the daily sale, can be more careful in selecting 
the applicant than the man, who by Thursday 
morning, begins to realize that he just has to 
write some applications. Result for the daily 
producer, less lapses—better renewals—more 
money. Daily sales provide for daily needs. 

Nobody is perfect, and failures will come; 
but with the interest in his work, he will have 
will-power to carry it through, and much to 
spare. The to counteract the 
“what's the use” feeling is to turn imagination 
upon the accomplished purpose, and let it il- 
luminate the satisfaction and benefits that will 
undertaking.”"—Join 


surest way 


follow the “completed 


Hancock Field. 


Straight Canvass and Its Results 


Of all places in the world to look for busi- 
ness the best is right close to where you have 
already got business. Remember that to get 
the best results from your time and labor you 
must economize both. 

Your day’s work consists of walking and talk- 
ing, of legwork and tonguework. Your legwork 
is not directly productive, whereas your tongue- 
work is, and the only excuse for legwork is 
that it gives you an opportunity for tongue- 
work. 

But is all this legwork indispensable? Must 
there be a good walking spell between every 
two canvassing calls? Can nothing but dis- 
tance lend enchantment to the view? 

Pull yourself together mentally and see if you 
can not systematize your efforts. Try this plan: 
cut out half your legwork and devote the time 
saved to tonguework exclusively, and then see 
if you can not get better results. There is no 
doubt about it. You will get them. 

The people who live in the house you have 
skipped are, in all probability, normal people, 
who want insurance and can pay for it, just 
as well as those half a mile away. You can get 
their signatures with as little effort, and you 
could have got them long ago, if you had tried. 
The house-to-house method of canvass, skipping 
no homes, is called straight canvassing. 

But perhaps the term “intensive” canvassing 
would better express the idea we have in mind. 
Draw an imaginary line around a few streets or 
a square block of houses and proceed to can- 
vass inhabited house in the included 
area. 

This is by far the most profitable way, as it 
is the most thorough. 

You do not merely take an occasional shot 
at your prospects; you simply surround them 
and leave them no means of escape. 

Why not stand at the corner of a city block 
next morning and say “I’ll get all the business 


every 


20 


Thursday 


in this block,” and then go at your task manfully 
and diligently right to the end? You will not 
need to be told to do it twice—The Prudential 
Record, 


Helping to Make Their Dreams Come Try 
This agent has the interested, enthusiastic 
attention of both Mr. and Mrs. Prospect, and 
has thoroughly “sold” himself, his company and 
his policy, because he has talked to both of them 
on the intimate plane of hopes and desires, 

He has filled the head of the family with 
prideful sense of his personal responsibility an 
the importance of his life to the members of 
his family who see him in a new light—as their 
chief asset. 

He has brought the family circle closer he. 
cause he has told the wonderful story. of insyr. 
ance in the mellowed atmosphere of the home 
itself. 

He has intensified the love of home by show. 
ing the great part life insurance plays in the 
making and preservation of it. 

He has set in action desires that will always 
overcome the competition of the minor things 
that have been taking money from the family 
purse. 

This agent doesn’t talk rates, reserves or cash 
surrender values; he doesn’t bring the solemn 
shadow of the undertaker into the happy family 
circle. 

He shows even the children how daddy's in- 
surance will help their dreams to come true, 
because— 

Being a real Western and Southern sales- 
man, he expects them to be his prospects in 
the days to come when their parents are en- 
joying the results of their thrifty use of life 
insurance.—Western and Southern Field News. 


Be Honest in All Things 


Sell your business cleanly and on its merit. 
The policies of our company are the best poll- 
Honestly and properly pre- 
sented, they are good enough to sell. It is not 
necessary to misrepresent them and you are not 
building up a permanent business if you do mis- 
represent them. 

Be clean in all your business methods. Do 
always what is best for your prospect, so youl 
will build up a reputation that people will have 
confidence in you and believe what you tell 
them. 

Do not twist business from other companies. 
Rather persuade a man who has a policy in one 
company to keep that policy up and to take addi- 
tional insurance in your company. 

The “twister” is a detriment to the life in 
surance business, to his company and to him- 
self, for he is not working in the interest of his 
prospects and the insuring public. The man 
who has been twisted from one company to ail- 
other eventually loses confidence in life insur- 
ance agents and companies and allows. his in- 
surance to lapse.—The Banner. 


cies on the market. 


H. C. Mason, president and actuary of the 
Columbia Life Insurance Company, of Omaha, 
Neb., visited New York during the past week. 
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How to Get Signatures on the Dotted Line 


There is an inherent tendency in all men to 
postpone work whenever possible, particularly 
¢ the work happens to be unsually hard or 
disagreeable. We are all prone to select the 
easy task for performance first, in preference 
to the difficult one. And when this occurs 
more than once, and when the difficult or dis- 
agreeable duty has been several times post- 
poned, we are sometimes brought face to face 
with the fact that the process of procrastina- 
tion has been too often repeated, and that we 
have missed a valuable opportunity. 

The simple and obvious remedy is given at 
the head of the last paragraph: “DO IT 
YOW.” Get rid of that “streak of laziness” 
which handicaps you even as it handicaps 
nearly every man. Tone up your moral fibre 
by doing some things you should do but don’t 
like to do. If there are several things to be 
done, and one of them particularly hard or 
uncongenial, select that one first. Do the 
hard things first and do them now; 


‘Tis the secret of success. 


CHARACTER IN THE Lire INSURANCE AGENT 
It is absolutely essential that the life in- 
surance agent should be one whose character 
wins the respect of other men. It is not too 
much to say that the majority of applications 
are signed largely on trust; we mean that the 
applicant in most cases has neither the time 
nor the knowledge necessary to verify the 
statements made by the agent concerning the 
policy, the company, other companies and in- 
surance matters in general. He accepts the 
representations of the agent because he be- 
lieves him to be an expert on the subject and 
an honest man, or if the client does not believe 
him to be such, the influence of that agent’s 
statements is nil. 

We hear a great deal in these days about 
the power of personality; it is undoubtedly 
a great force and a valuable asset, especially 
to those, like the life insurance agent, whose 
business brings them constantly in contact 
with other men whom it is their object to in- 
uence and sway. But what is personality? 
It is the combination of ability, energy and 
character, with emphasis on Character. 
Personality corresponds to what is termed 
momentum in the physical world; it is the 
man with the greatest momentum that 
best lead, influence and control others. In 
physics, momentum is the power of overcom- 


can 


ing resistance hy means of motion, and is the 
Product of two elements, mass and_ velocity. 
The heavier the mass and the greater the 
velocity, the greater will be the momentum. 
A trolley car moving at the rate of a few 
miles an hour has more momentum than a 
swallow flying a mile a minute; for the latter 
weighs only a few ounces, while the former 
weighs twenty tons. So it is with men. Some 
Possess greater momentum than others. He 
who combines ability and energy with char- 


—— 
oe above article is an extract from the book Life 
insurance and Tlow to Write It, by J. M. Langstaff. 





By J. M. Lancstarr 


acter becomes an irresistible force in in- 
fluencing others to his way of thinking, and 
when in pursuit of an object he carries every- 
3ut the man who 


and, 


thing before him. lacks 
character weight; 


his mental processes may be, no matter what 


lacks however swift 
velocity he may attain by extraordinary energy, 
yet because he lacks character he fails to 
acquire the momentum which other men 
possess, and by means of which they are able 
to brush aside like straws the obstacles in their 
way. 

There is no room in the insurance field for 
the dishonest agent. For a time he may win 
trifling successes by his dishonest methods, but 
in the end he is crowded out by other men 
who have more influence and weight with the 
The in- 
surance companies are on the warpath against 
the unscrupulous agent. They recognize that 
most of the lapses, the suspicious death-claims 
and other unprofitable business are attribut- 
The 
panies keep and exchange lists of these un- 


public, because they are more honest. 


able to operations of such men. com- 
desirable agents, and as a result, the man with 
the shady reputation finds it more and more 
difficult every day to make a living in the 
insurance business. 


HAVE A SYSTEM 


We remarked in a former article that so 
long as an agent followed a system of some 
kind, he should he allowed to adopt one which 
Still, there 


are a number of matters which should be in- 


suited his own circumstances best. 


cluded in every agent’s plan of work, and we 
venture to suggest briefly a few things which 
should not be omitted by the agent who is 
formulating a system: 

1. Make it a rule to canvass at least three 
new prospects every day. 

2. Systematically plan each day’s business. 
Before you start out in the morning, prepare 
a written programme of the day’s work—and 
stick to it. 

3. Plan to see a few of your old policy- 
holders every day, so that during the course 
of the year you come into touch with every 
your former clients three 
times. It is a vexatious thing for an agent to 
discover that a policyholder whom he has not 
seen for additional in- 
surance with some other company. Avoid this 
tab on your policyholders, and 


one of two or 


months has_ placed 


by keeping 
making certain, so far as you are able to do 
so, that they place their additional insurance 
with you. 

4. Every day, mail some selected pamphlet 
or folder to two or three of your policyholders. 
Do it systematically, so that you cover the 
whole list two or three times a year. It will 
cost a little in postage, but you will be well 
repaid if you can thus establish a closer con- 
nection between yourself and your policy- 
holders, prevent lapses and retain their con- 
fidence. 

5. Work 


the “Friend’s Report” plan  sys- 
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tematically. Whenever you insure a man, get 
him to name as references two or more friends 
who would be likely to insure. If your com- 
pany does not use a “Friend’s Report” form, 
get them to print some for your own use. 

6. Keep yourself plentifully supplied with 
prospects, by drawing on your own list of 
acquaintances, by watching the newspapers for 
suggestions, by working the “Friend's Report’’ 
system, and especially by active personal can- 
vass, 

7. Have a “prospect book,’ in which you 
enter the names of all your prospects. Make 
copious notes of everything relating to each 
prospect that might possibly prove of use in 
your canvass either now or in future: ¢.g., age, 
occupation, married or single, number of 
children, ages, ete. 

8. Keep similar notes of all interviews with 
prospects, recording dates, plans of insurance 
discussed, raised, the arguments 
made a favourable impression upon 
them, ete. These notes will often prove of 
value years afterwards. You may be tempted 
to try to keep these things in your head, but 
among the hundreds of men you meet and 
solicit from year to year you are hardly likely 
to remember all of them, and a complete 
written memorandum will often serve to recall 
and your memory 
which would otherwise have passed completely 
out of mind. 

9. Go through your prospect book regularly, 
so that none of your clients may be overlooked. 
Pick out those who are to be interviewed, those 
who are to be circularized, and interztew them 


objections 
which 


names circumstances to 


or write them, as the case requires. 
10. Keep careful notes of future interviews 
to be attended to. If a client has his applica- 


_tion postponed by the medical committee for 


six months, make a note of an interview to be 
made before the six months expire. If you are 
told by a prospect that he will be taking out 
additional insurance at a certain date, make a 
note of that date. If you learn that your 
client has an endowment maturing or a divi- 
dend payable at such and such a time, make a 
note of that also. 

11. Similarly, keep track of renewable term 
policies expiring in your own agency, endow- 
policies becoming paid up, 
These are 
the times when your old clients are likely to 
take fresh insurance. N.B.—See them before 
the other agent does. 

12. It is a good plan to keep track of the 
date of birth of each of your policyholders, 
and, if possible, time your visits so as to coin- 
cide pretty closely with the date when he 
passes from one age—next birthday or nearest 
—to the next. You have an additional argu- 
ment to use at such a time, because if he de- 
lays taking a policy, he will have to pay for 
it at an age one year older. 

13. Keep track of the children of your 
policyholders and others. Watch them as they 
grow up and reach insurable age or enter em- 


ments maturing, 


payments of surplus accruing due. 





ployment. The agent who has his eyes open 
for such opportunities generally gets the busi- 
ness. 

14. When you read the announcement of the 
birth of children to any of your policyholders, 
take the opportunity to see the father and urge 
the importance of additional insurance. 

15. If a client has his application rejected 
or postponed, see if you can get an application 
from the wife or son or some other member 
of the family instead. 

16. Make notes of any incidents that occur 
in your own experience illustrating the im- 
portance of insurance protection. An agent 
does not need to be very many years in the 
business before he comes across numerous 
cases, ¢.g., where life insurance has proved 
of inestimable value to a family, or where a 
man delayed too long in taking out a policy 
and found himself uninsurable when he did 
apply, or where a policyholder allowed his 
policy to lapse with disastrous results to those 
dependent upon him, etc. The daily news- 
papers are full of just such incidents—the very 
best arguments for insurance—and it is a very 
good plan to make a collection of such news- 
paper clippings for use in soliciting. 

17. We knew one very successful agent who 
kept a pocket scrap-book in which he pasted 
items of this kind, as well as insurance facts, 
statistics, etc., collected from the daily papers 
and insurance journals, and he claimed that 
his book was of great assistance to him in his 
work, 

18. Try to make the influence and example 
of each policyholder you secure count for as 
much as possible. For example, when you 
have secured a foothold in a large establish- 
ment by insuring the life of one employer or 
official, endeavor through him to reach his 
employees in the same business. When you 
corral one member of a graduating class in 
law or medicine or divinity, make him the 
means of getting a good introduction to other 
students of his year. And similarly in other 
classes. 





Making the Point 

If I were asked to define salesmanship, I 
should say that: “It is simply making the other 
fellow feel as you do about what you have to 
sell.” That is about all there is to it. You go 
into a man’s office with something to sell. You 
feel that this man ought to possess, through pur- 
chase from you, this thing you have to sell. But 
the man you have called to see, who sits with 
an air of cool defiance behind the breastworks 
of his desk, is in a directly opposite state of 
mind. He feels that he ought not to possess, 
through purchase from you, the thing you have 
to sell. 

Now, the only possible way you can make the 
sale is to make that man’s mind come around into 
agreement with your mind. It is not even a 
case where you can meet your opponent half- 
way; you can not make even a small com- 
promise and still make a sale. You have got 
to sell him completely or you don’t sell him at 
all; you must pull him full 180 degrees around 
the circle—Collier’s Weekly. 
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The Only Way to Have an Estate 


The Hon. Lee M. Russell, Governor of Mis- 
sissippi, says of life insurance, “Life insurance 
is a necessity. It is the only means I know 
of that allows the poorest citizens to care for 
their families by making small savings from 
time to time without requiring a large outlay 
and without doing any harm to their duties 
to their families in the spending of money. A 
nice estate may be accumulated for the loved 
ones, after they have passed away. In addi- 
tion to taking care of the family, after the 
death of the insured, he is able to be his own 
security if he needs financial assistance while 
he yet lives.” 

lor nearly every item of his family budget, 
the average wage-earner spends far more than 
he does for life insurance, yet the average 
wage-earner has nothing in the bank, and if he 
dies his life insurance, if he has some, will be 
the sole amount his folks will have on hand 
for paying doctor’s bills and burial expenses. 
And the mistake of mistakes is to suppose that 
industrial insurance is merely a guarantee that 
an undertaker’s bill will be paid. 

The average wage-earner will never create 
an estate by the saving of money; not one 
wage-earner in a thousand has but a paltry 
amount in a savings bank or elsewhere. There 
is but one way in which he can create an 
estate, an estate of even five hundred or a 
thousand dollars. That is by the wonderful 
mechanism which is called life insurance. 

If a man is properly insured, and his family 
decently protected, he can spend his entire 
income and feel that he is not doing wrong 
to his folks. And the only way that a man 
is warranted in spending his entire income is 
when the premiums on a life insurance policy 
are made a part of his expenses. 

But the trouble with industrial insurance, 
and with ordinary insurance as well, is that 
when a man has taken protection for a wife, 
or for wife and kids, even if that protection 
is very small, he somehow feels he has done 
his duty, so far as life insurance is concerned. 
Such a man should be reminded of the present 
high cost of dying, even among the poor. And 
to provide just enough to pay doctor’s bills 
and undertaker’s is selfish; it is carrying out 
the idea to the very end, that a man pays for 
himself and only for himself. 


SHOULD AND WovuLp INCREASE 

Insurance for the masses, the industrial 
workers, should and will increase for the in- 
dividual, so that upon the death of a wage- 
earner there will be enough in hand to pay all 
the expenses incurred by the dead man, and 
enough besides, so .that the widow and children 
will be secure until employment can be obtained 
and until many months or perhaps years have 
passed. If you say that no ordinary wage- 
earner makes enough for this, the statement 
can be refuted. 

For movies alone, the average wage-earner’s 
family probably spends several times what is 
paid in life insurance premiums. If you should 
add together all the expenses of such a family 


aoe 


that are altogether unnecessary, you would 
find that many times the amount that js paid 
for life insurance premiums is so spent, 

Early in the history of industrial insurance 
small weekly payments became the rule. Per. 
haps it would have been better if no premiyms 
under a fairly high weekly premium had been 
fixed by all companies; and wage-earners pay 
out dimes for life insurance where they should 
pay out quarters and quarters where they 
should pay dollars. 

All ‘industrial workers are absurdly under. 
insured. In slave times a good active slaye 
might be worth some two thousand dollars, 
And the ordinary worker of to-day is worth 
in dollars and cents far and away more than 
that, yet insurances of five hundred dollars 
are common enough and are frequently thought 
to be highly sufficient. 

In a measure this is the fault of the agent, 
And it is all too frequent that an industrial 
policy is written for a small amount of insur. 
ance when it might with energetic pushing be 
made a much larger amount. 

Up in New England a big chemical concern 
recently insured all its employees, the concern 
itself paying one-half the premiums and the 
insured workers paying the other half. One 
of these was the time-keeper for the company, 
and two thousand dollars was put on his life. 

The evening when the policies were delivered, 
Matt went home to his wife and said, “Look, 
will ye, on this here bit o’ paper! I'll hev ye 
know that yer Matt ez somethin’ big in value, 
Two thousand plunks it is, and me chest ez sure 
puffed out so me vest ez tight.” 

“Whin’s this money paid?” asked wife. 

“Whin I’m dead,” replied Matt. 

“And who gits it?” 

“You do.” 

“By the holy saints!” sniveled Matt’s wife. 
“And does ye suppose I'd sell ye fer two thou- 
sand? Why, ’tis Mary McGee, what was, who 
wouldn’t sell ye to an undertaker fer tin or fer 
twinty thousand !” 

What portion of a man’s income, anyhow, 
ought to go for life insurance? Nobody can 
say, because every man’s circumstances are dif- 
ferent. One has perhaps nobody but a wife to 
support, while another may have a father or 
mother and a large family besides. But if the 
average wage-earner appreciated the importance 
of decent protection for those he loves he 
would attempt to fix his expenses so he could 
spend one-tenth of his income for life insur- 
ance. And if he did, that amount would pur- 
chase vastly more life insurance than is carried 
by the average worker. 


Pusu For More 

It is not only those whom the wage-earner 
supports that should be protected by life i- 
surance; he should think of himself and his 
old age. He may believe that some time he 
will save and put his savings in a bank, but he 
can dismiss that idea. So few thus save that 
we can simply disregard the few and say that 
no wage-earner thus saves. 3ut wage-earners 
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Turning Minutes Into Dollars 
By WILLIAM THORNTON . 

You have heard moneyed men relate instances 
in which they invested a few idle dollars, and 
sot big returns. Perhaps you have wished that 
ia had “idle” dollars, that you might turn them 
1o similar account, and perhaps it has never oc- 
curred to you that your idle minutes are capital, 
and if properly invested will make money for 
you, just as surely as capital will earn interest. 
‘It is related of Sir Walter Scott that he be- 
can writing the Waverley Novels to make 
money to pay off a debt. If misfortune had not 
overtaken the famous baronet, [nglish litera- 
ture would have heen poorer without his de- 
lightful. romances. . 

If vou feel that you are not accomplishing 
all that you might, cast about in your mind for 
anew idea. Think how you can spend a little 
time to a better purpose. 

Suppose it takes you half an hour to make a 
call and get an application. If you allow your- 
self one hour for lunch, are you willing to cut 
it in halves? This will add three working 
hours to your week. 

Are you willing to stay on the job half an 
hour longer in the afternoon? Granting that 
you take Saturday afternoons off, you can add 
two and a half hours more in this way. 

And right here, let us suggest that Satur- 
day afternoon is the best time in the world to 
see a large number of people that cannot be 
found at any other time. You might be willing 
to work only a part of each Saturday after- 
noon, let us say two hours. 


What do you do in the evening? Perhaps 








do create a small amount by means of life in- 
surance, and this small amount could in most 
cases be much larger. 

The industrial agent should realize that in- 
dustrial insurance for the worker is the only 
means by which he will ever create an estate 
for himself and for others. When this is fully 
realized it will be easier to push industrial 
policyholders for greater and greater policies. 
To provide simply payment for doctors and 
undertaker has an unpleasant ring in the ears, 
but of course it is far better to provide the 
means for these payments than to have widow 
or children left with debts only. 

Look over your list of the policyholders of 
your route, Mister Industrial. Consider the 
circumstances as you know them of every one 
of your customers. If you do this you can 
easily pick out many who could carry much 
Don't 
hesitate to push them for more insurance. Prove 
to them that they should do far more than pro- 
vide death expenses, and death expenses are 
heavy nowadays. Get those who can be pushed 
to do it to take out endowment for themselves, 
in addition to what they are now carrying for 
their families. : 


more insurance than they are carrying. 


And take more insurance yourself, Mister 
Industrial. Think of your own folks. And if 
me have big protection for your own wife and 
kids, your arguments for decent protection for 
others will have ten times the weight than if 
you were far under-insured. 
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JOHN HANCOCK NOTES 


New Home Shown in 
August “Field” 


Company’s 


E. A. HANRAHAN PASSES AWAY 
Assistant Alfred Bernard Retires After 
Thirty-one Years with Company 
In its supplement to the August issue of The 
Field, the agency organ of the John Hancock 
Mutual, some pictures are presented of the new 
home office, including airplane views of the 
building and the section of the city where it is 
located, the latter being taken before the new 
structure was erected. A map is included so 
that agents visiting Boston may easily find the 

company’s new home. 
Edward A. Hanrahan, connected for 
than twenty-three years with the Brooklyn and 


more 








you occasionally call to see a prospect you 
could not get to talk to during the day. Cer- 
tainly you will need some evenings for recrea- 
tion, but suppose you agree to work regularly 
two evenings a week. Possibly you could 
squeeze in four more hours a week in this way. 

Three working hours from lunch time, two 
and a half in the afternoons, two hours Satur- 
day afternoon, four in the evenings—you have 
stretched your week until it is eleven and one, 
half hours longer. In a year of fifty working 
weeks, you will have invested a total of 575 
hours’ time. At the rate of two calls an hour, 
you will see 1150 more people than you would 
otherwise. Granting that you write one out 
of five, you will place 230 additional policies. 

It may your imagination, as you 
wonder where you will find 1150 people to see. 
Here is a suggestion. Ask man and 
woman on your debit to give you the names 
of five prospects, but don’t get all these names 


stagger 
every 
at once. 


of you, so that you will have enough work 
to occupy the additional time you have ar- 


Keep just enough new names ahead 


ranged for. 

If you collect a large number, of names in 
advance, you will experience considerable lost 
motion in finding the prospects, because of 
change of residence, or change of circumstances. 

Someone who reads this will offer the ob- 
jection that with so much time devoted to 
soliciting, none is left for reading the house 
organ or other stimulating literature. Sinclair 
Lewis wrote his famous “Main Street” on the 
subway going in and out of New York, where 
he was employed by a large publishing house. 

Fifteen or twenty minutes’ reading and study 
every day is better than haphazard hours, at 
odd times. 

You can find time for a great many things you 
want to do, or to call on a great many pros- 
pects, if you will make up your mind that a 
little personal sacrifice is necessary. Careful 
planning of your weekly schedule, and a reso- 
lute adherence to your plan, will turn the trick. 
When you sum up the result of your work, 
you will find that wasted moments have been 
turned into dollars which jingle pleasantly in 


your pocket. 
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Jamaica agencies, died recently after a three 


months’ illness. Mr. Hanrahan had an un- 
usually genial disposition and is greatly missed 
by his associates. 

Assistant Superintendent Alfred Bernard, of 
Woonsocket, has been forced to resign on ac- 
count of ill health. It is necessary for him to 
seek a change of climate. Mr. Bernard has 
been in the service of the company for over 
thirty-one years and leaves an excellent record 
for the Woonsocket agency. In a letter of 
resignation Mr. Bernard tells how he has seen 
the company grow from a small concern to its 
present standing in the insurance world, and he 
expresses the hope that it will continue in its 
progress. 

Agent Thomas H. Bliss, who has served the 
company for the past twenty-seven years as 
an agent of the Haverhill District, died recently 
after a short illness at his home in Newbury- 
port. Mr. Bliss was older than the average 
agent: but his age did not in the least hinder 
his activity, for he was one of the company’s 
most enthusiastic representatives. 

Frank E. Leary, of Waterbury; Nicholas G. 
Kaplan, of Chester, and Harry G. Specking, of 
St. Louis, have been promoted from the agency 
ranks to the position of assistants in the dis- 
tricts of their service. 

The following assistants have been trans- 
ferred: Frederick Fleischer and Joseph Szasz, 
from Jersey City to Bayonne; Edward Bick- 
hardt, Sam Traum and Edward B. Feinberg, 
from West New York to Hoboken; Samuel 
Lowewenthal, John Kinley and William Von 
Garlem, from Hoboken to Jersey City, and 
Louis S. Silverman, from Bayonne to Green- 
ville, detached. 

The tabulation of the “leaders” for the first 
seven months of the current year remains practi- 
cally unchanged from that of last month. On 
weekly premium increase a small agency takes 
the lead, which is rather unusual. The new 
leaders are: Assistant superintendents: On 
weekly premium increase, Mr. Weber of Brook- 
lyn; on gross ordinary issues, Mr. Mitchell of 
New York; on gross A. F. issues, Mr. Esposito 
of Philadelphia. Agents: On weekly premium 
increase, Mr. Grogan of Stamford; on gross 
ordinary issues, Mr. Langberg of New York; 
on gross A. F. issues, Mr. Volpe of Philadel- 
phia. Detached assistant superintendents: On 
weekly premium increase, Mr. Knebel of New 
Britain agency, and on gross ordinary and A. 
F. issues, Mr. Tuohey of Paterson agency. 


An Unusual Slant 


An unusual argument for life insurance is to 
be found in Swep Taylor’s Cafeteria, on Capital 
street, in Jackson, Miss. Prominently displayed 
in two colors, on a placard hung in a conspicuous 
place will be found the following: 

“No tipping here. A man told me that the 
tips he paid in one year would carry $10,000 life 
insurance for the benefit of his faiily.” 

The three big “G’s” of salesmanship are Guts, 
Glue, and Glee. 

3eing a real human dynamo does not mean 
that everything you have on must be charged. 
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Promotions to Assistancies from 
Agents’ Ranks 
LEON K. ATTARIAN LEADS DIV. ‘“D” 





James Chadwick Now Superintendent of 
Toronto 2 

The following agents, J. C. Jackson, New 
Orleans, La.; C. G. Schools, Richmond, Va.: 
J. T. Bayol!l, Birmingham, Ala.; G. C. Polk 
and W. M. Hoffman, Memphis, Tenn., have 
been promoted to assistant superintendents in 
recognition of energetic and progressive work. 

Agent ‘Henry B. Benedict of the Ithaca, N. 
Y., District is setting a very good example for 
the other members of the district staff to follow 
with regard to account condition. His arrears 
are low and advance payments highly satis- 
factory. 

The distinction of being the leading agent in 
ordinary net issue in Division “D” so far this 
year goes to Agent Leon K. Attarian of the 
Philadelphia Number 2 District, who to date is 
credited with more than twice the amount of 
ordinary secured by him last year, when he 
averaged more than $1000 a week. 

Assistant Superintendent James 
Toronto Number 2 District, has just been pro- 
superintendency at Regina, Sask., 


Chadwick, 


moted to the 
assuming his 
ber II, 1922. 

Agent Steven Onyock of Cleveland Number 
4, having demonstrated his ability, was pro- 


larger responsibilities on Septem- 
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moted to the position of assistant superintendent. 

\eent Melvin Bb. Saiter of Akron, who has 
been ill for some time past, completed twenty 
vears of service with the Prudential on August 
2 and is now a member of Class 1), Prudential 
Old Guard. 

The promotion of Agent Delwin L. James to 
the position of Assistant Superintendent at 
South Fork, Pa., detached from the Johnstown 
district, is announced. 

Assistant Superintendent Emil Weber of the 
Chicago Number 6 District recently rounded 
out twenty years of continuous and faithful ser- 
vice in recognition of which he was admitted to 
Class “D” Prudential Old Guard and presented 
with his gold locket and certificate. 

The following members have recently been 
enrolled in various classes of the Prudential 
Old Guard, where the chief requisite for mem- 
George B. Warren, agent, 
J. Albert, 
Harry C. Geist, 
Patrick J. Cul- 


Robert 


bership is “Service”: 
Hazleton, Pa., Class A; 
agent, Scranton, Pa., Class A; 
agent, Sunbury, Pa., Class C; 
lington, agent, Scranton, Pa., Class A: 
Class B; George 


Abraham 


L. Synder, agent, Erie, Pa., 
V. Walker, agent, Northumberland, Pa., Class 
B: Harold L. Butler, Pa., 
Class A. 

Jacob C. Weiss, formerly an agent in the Buf- 
falo Number 3 District, was appointed assist- 
ant superintendent at Niagara Falls (Buffalo 
Number 2 District), August I4, 1922. 

A new industrial district is to be started at 
Nashville, Tenn., on September 11, under the 
H. Cornelius, 


Thompson, agent, 


supervision of Superintendent F. 
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who is to be transferred from Lewiston M 
ai Assistant Superintenden: 
l.. P. Baker, who will also be transferred { 
‘ Tom 
; Me.,, and A. ( 
Redmon, who is to be promoted from a N 
he Fe New 
York 10 agency. These pioneers wil 
build the bulwark for the future Prosperity 
= : Saat Sperity of 

the Nashville district. 


'lis co-workers will be 


his detached assistancy at Bath 
Number 


P. E. Strausbaugh, assistant Superintendent at 
Richmond, Va., completed five years of serv; 
, ce 


; : ; He became 
a member of the Southern Division staff on July 


with the company on August 20, 


a he was promoted from his York 
Be Positive 

One of the really essential factors in th 
success of a winner is a positive habit of speech 
reflecting a positive, constructive mind. 

It is hard to break negative habits, but, when 
an agent really understands how destructive 
they are to his prospects, his success, his weekly 
income, the step should be easy and natural. 

Sooner or later, every thinker comes to up. 
derstand the psychological force of the pos. 
tive suggestion. 

One woman collector for a worthy charity 
caught the idea without suggestion. She says: 

“So long as I held out my box, asking passers. 
by, ‘Won't you help?’ I got few contributions 
But when | began asking, ‘Will you help? | 
found a ready response.” 

There are many Western and Southern win- 
ners who understand “the why of it.”—Field 
Notes. 





THE ART OF CANVASSING 


HOW TO SELL INSURANCE | 
BY THE LATE WILLIAM MILLER | 


Formerly superintendent of agencies of a large life insurance company | 


This is one of the most instructive little works for canvas- 
sers in the life insurance field, and it has proved its worth 
by passing through nine large editions. 
eighth edition of this book has been issued by The Spectator 
Company, and its lessons are just as valuable to-day as when 
first penned. ‘Thousands of agents throughout the country 
have learned their first steps in life insurance canvassing 
through the medium of this book, and what it has done for 


them it will do for others. 


The major portion of this book consists of suggestions as_ | 
to the best methods of success in writing business; what | 
occasions should be sought and what avoided for a presen- | 
tation of the subject of insurance; what to do and how to | 
do it; in short, how to get at a man and secure his application. | 
The book is written in a plain, straightforward manner, | 
free from technicalities, and is valuable alike to the raw | 


recruit and the veteran. 


The Eighth Edition of THE ART OF CANVASSING is 
most handsomely printed and bound in red flexible binding, 
the size being convenient for the pocket. 


Prices: 

Single Copies - - - - - 
25 “- 

50 6 ep ee ee 

100 6 ee ee ee 


THE SPECTATOR COMPANY 


CHICAGO OFFICE 
INSURANCE EXCHANGE 
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A reprint of the 


- $2.00 
- 45.00 
- 85.00 
- 160.00 


CHICAGO OFFICE 
INSURANCE EXCHANGE 
135 WILLIAM STREET 
NEW YORK 


A Thousand and Qne Hints 


TO AGENTS OF 
INDUSTRIAL LIFE INSURANCE COMPANIES 


This work, prepared by a manager of wide 
activities in the industrial field, shows through 
a series of conversational talks how an agent 
should start his canvass, keep up collections 
and overcome objections to a proposition for 
industrial life insurance. 


Price per copy, cloth bound, $1.00 


THE SPECTATOR COMPANY 


| 

| 

| 

| Special prices quoted on large quantities. 
| 

| 

| 


By 
W. Meador 


135 WILLIAM STREET 
NEW YORK 
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THE INDUSTRIAL LIFE AGENT'S KIT 


AGE of Industrial Life Insurance Companies should aim to increase 
their Efficiency 
By so doing they will also increase their 


Earning Power 


Increased Efficiency leading to Increased Earning Power attracts attention on 
the part of Home Office Officials and leads on to 


Promotion 


Do You Want to Become Efficient? 
Do You Wish to Increase Your Earning Power? 
Do You Not Aim Constantly for Promotion? 


you can assist in accomplishing all this by careful study of THE INDUSTRIAL 
LIFE AGENT’S KIT. The dictionary defines a Kit as an outfit of necessaries 
for a trade or occupation, or for some special purpose. THE INDUSTRIAL LIFE 
AGENT’S KIT is made up of books which are valuable aids to men engaged in 
this great business, and when carefully studied will bring 

GREATER EFFICIENCY 


INCREASED EARNING POWER 
STEADY PROMOTION 


The works named below have been selected with a view of giving the 
greatest amount of education on insurance matters at the lowest possible cost: 
CLUBS can conveniently be formed in offices to purchase one or more sets for the 


use of all the men, which practice has been pursued in many superintendencies with good 
results; or the books may be purchased individually. ; 


THE INDUSTRIAL LIFE AGENT’S KIT 


TITLE OF WORK PRICE 

Some Plain Hints to Life Insurance Solicitors. ............cceccccccceccrccscsccecss $ .50 
Selection of Risks by the Life Solicitor .. 1.1.0.0... 2. cece eee e erence cer ee rc ereee .50 
A Thousand and One Hints to Agents of Industrial Life Insurance Companies...:..... 1.00 
OPieCuHONS GHG ANSWOLS so 5 5 orc dev oc ce eins ctavicee ieee aoe Ss Whe orer a charter aa 1.50 
Multiplying your Income. ...........ccccccccccccccccccecsrecccccccesescceccceees 1.50 
BoE En ET EM SE ae ee eA ee Pr mr ree ee Pe TO 1.50 
Efe Insnrance atid HOw tO) WHIte Llc ccc cdc cide ocinainidinsis oo nsteeila ele des@neneueieee 1.75 
PAPEHG HOME eter 3 Ie AGS hare ie arskdioe Wd arere' oid S diicrev'asix'taaignbia Dual@aih Sih str oa CAE ore eae 1.00 
Phe PSyCMalag © Of Be SAO. secon 9: 008.0: 5:5: are: ores eo diglo:diel'sibrorergrs ernie) eisiaie) acai sl cisisialdls visieigueieiew sales 1.00 
Da PRAT) TR EO rn errr ern rrr rr rrr rey rrr rn rc 2.00 
TEV AES OH SP MEN Eo hares big)s ccuele sd e wee alder siniaie ose dleie sin eae Waleta nes egies sei aererala ars 1.50 
Fe © ia fee PGTIN ICE ot x dg 5 ont. afore boi megepaia sera oom ecelgheiae raarel sal siersi olormuayal sats gence alee 
Life Inictitamee SAlesinatiStie << <cc. ccc coc seciswe ness aeledee ep endatsviaessesmesiciceees 1.50 
The Monthly, Income Poley. << ...... 0.600. dee dw ccemeninesions weisiseeitic@iceleveecdionees .50 
TBH Ret Ce © i AGSENE Go «a5 oon: s! osc oie dein oc herons Hast «vie eer tcsinwiel eile yee ce ala eral wle Rie 2.00 
Training for a Life Insurance Agent.............cceecccee cree eeceec erence ceeccees 1.50 
PexceGerees ie DONTECRES ios io) ee, iid: vsti oor cxn in eas Ae arate) orale STATO oe Seis ela sie wrerelere aimcataad 2.00 
BCR Ce IT) C2 on eet ee erence rer ecece re crc Cr 1.50 
What Life Insurance Is and What It Does... ....... cece cece cece cece cc ceenecsivcs 1.50 
iG (Os (eee eee ere EN MTC Tor er rr Pere nC CLL $26 .25 


THE INDUSTRIAL LIFE AGENT needs all the above-named books. 
Form a Club to-day, sending an order for these books, remembering that 
KNOWLEDGE IS POWER 


THE SPECTATOR COMPANY 


135 William Street 

















Singleness of Purpose 


Some agents are very clever in getting men 
interested up to a certain point, but they seem 
to be unable to close the business. 

This, in many cases, is owing to the circum- 
stance that when the average man reaches the 
point where he is doubtful whether he ought not 
to insure at once he is likely to squirm and en- 
deavor to change the subject. When he does 
this, if the agent has not kept himself well in 
hand, he is likely to be caught off his guard 
and be led to conversing on other subjects, with 
the result that the tension lets up and his pros- 
pect gets cool on the subject of insurance. 

The agent must bear in mind all the time what 
he is there for. If the conversation starts off 
on some other subject and in some other direc- 
tion he should directly return to the subject by 
pointing out some interesting feature not dis- 
cussed before. 

If he will see to it that his own mind does 
not wander he can probably prevent the mind of 
his prospect from wandering. The trouble is 
that he usually permits his own mind to wander 
or that he becomes discouraged or disgusted 
and quits. 

There is so far from any reason for his dis- 


couragement that, on the contrary, he ought to 


be able to see that the “prospect” is adopting 
these tactics only because otherwise he would 
have to surrender. In other words he is by this 
act confessing that his position is not tenable. 

If the agent has steadily borne in mind what 
he is there for, and if he revives the interest in 
the conversation, not wandering on other sub- 


THE SPECTATOR 


INDUSTRIAL INSURANCE SECTION 


jects, but by bringing up new and interesting 
features of his contracts, he will be able to de- 
feat the tactics of the half-converted prospect 
and carry away his application in triumph. 

There is no succeeding without singleness of 
purpose.—The Banner. 


Build for Success 

Do not mistake simply envy of others and 
their possessions for ambition. 

True ambition must be constructive. 

True ambition is creative. It does not in- 
spire one to scheme how to take from others 
their success, but how to create success from 
within on a basis of worth and ability. 

Weakness always envies and would deprive 
the strong of their success. 

If you would grow strong and be successful, 
build from your own material. 

It is human nature to want to do anything but 
what you are doing; to want to be in some en- 
vironment other than your own. But the first 
step toward success is to accept your present 
work and your present environment, for the 
time being, as your own; make the greatest 
possible success of your work by putting your 
best good will, purpose, energy, and construc- 
In this way you will be obey- 
You will arouse the 


tiveness into it. 
ing the law of success. 
creative, constructive power within yourself. 
You will develop ability and self-confidence. 
You will make of your present work a stepping 
stone to something better and more desirable. 
We cannot escape our lessons by running 


away from them. We cannot build success by 


Nites 


‘ 


_ Shirking responsibility. The one who is ts 


looking for opportunity and loafing in the wa 
time will never find it. The attitude of 
attracts success just as truly as the magnet 
tracts steel. 

See yourself as doing a necessary pap 
the work of the world, and not as an ie r 
worker unconnected with the rest of mantis 
Get the larger outlook, do your work well 
the right mental attitude toward your work. 
you will go forward toward greater sueoas 


The Banner. fe 


. 


W. L. T. Rogerson with Company 
Years : 
September 6 marked the fortieth anni i 
of the connection of Vice-President W, I 
Rogerson with the Life Insurance Compape 
Virginia. He has successively held the posif 
of agent, general agent, superintendent, g 
eral superintendent, supervisor, secretary, § 
ond vice-president and vice-president, hay 
been elected to the position he now holde 
April 1, 1915. In point of service he is ona 
the oldest life insurance executives in the Uni 
States. Mr. Rogerson was born in Dinwid 
county, Va., April 4, 1859, and during the® 
between the States, while a lad six years 9 
carried water to the soldiers on the battlefe 

of his native Virginia. 

—Don’t talk your prospect into a sale, then ’ 
it; 3 
The voluble agent, like a pair of pants hung 
clothes line, gets nothing but air in the pockets, 











NOW READY 





HARPER’S LIFE INSURANCE LIBRARY. 


The Psychology of 
Selling Life Insurance 
By Dr. E. K. Strong, Jr. 


School of Life Insurance Salesmanship 
Carnegie Institute of Technology 


PRICE, $4.25 Delivered 


Selling Life Insurance 
By Dr. John A. Stevenson 


Second Vice-President, Equitable Life Assurance Society 
Formerly Director , 
School of Life Insurance Salesmanship 


PRICE, $3.75 Delivered 


Meeting Objections 


By Dr. John A. Stevenson 
PRICE,’ $1.60 Delivered 


House of Protection 
By Griffin M. Lovelace 


Director, School of Life Insurance Salesmanship 
Carnegie Institute of Technology 


PRICE, $1.60 Delivered 


THE SPECTATOR COMPANY 
CHICAGO NEW YORK 


THE 
GLOBE 
MUTUAL LIFE 
INSURANCE 


COMPANY 
OF CHICAGO, ILL. 
RESULTS FOR 1921 


Gain in interest income over last five years 
Gain in income over last five years 

Gain in admitted assets over last five years 
Gain in Insurance in force over last five years 
Average gain over last five years 








The above figures are the results of the highest grade of service 
to policyholders and representatives. The latest is 


Claims Paid By Telegraph 


It is the last word in 


SERVICE 


T. F. BARRY, President, General Manager and Founder 
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(Continued from page 7) 
Peives the objects of the reconstituted rating 
‘machinery and the rules of eligibility for mem- 
“hership as follows: » 
© “The objects of the National Council shall be 
'(1) the making of rates for workmen's com- 
D pensation! insurance, (2) the collection and 
tabulation of statistics bearing thereon, (3) 
“the development of rating plans and systems 
P that will not only measure the hazard of each 
risk but that will produce the greatest possible 
Faccident prevention effect and (4) the admin- 
Fjstration of such rates and rating systems in 
F the interests of the insured, the carrier and the 
: public generally. 
“Any organization authorized by the insur- 
P ance department of any State and transacting 
© the business of workmen's compensation insur- 
F ance in that State, is eligible for membership in 
© the National Council. There shall be two kinds 
E of members—national members and local mem- 
: hers. 
' “National members shall be those which ac- 
| cept the conditions of membership for all States 
in which they operate. 
© those which accept the conditions of member- 
| ship for one or more specified States, but not 
for all States in which they operate. Any car- 
tier which confines its business to a single State 


Local members shall be 


is nevertheless eligible for national member- 
ship. Only national members shall be eligible 
for membership on the governing committee 
and on the rates committee.” 

The plan provides for a board of appeals, 
composed of a speciai representative selected by 
the National Convention of Insurance Commis- 
gioners and one person selected by each of the 
two genera] groups of carriers, namely, stock 
and non-stock. This board is to decide ques- 
tions on appeal affecting interpretations of the 
constitution and also rating matters referred to 
it by the regional committees in case of a tie 
vote. 

By the approval of this plan the commission- 
ets have signified that they favor a nationalized 





Massachusetts Mutual Life 
Insurance Company 


Springfield Massachusetts 


Incorporated 1851 


A company which throughout 
the seventy years of its history 
has ever enjoyed—because of its 
Square dealing toward all and its 
long record of low net cost—the 
800d will of its policyholders, the 
confidence and esteem of the in- 
suring public, and the loyalty of 
its representatives. 


Joseph C. Behan, Supt. of Agencfes 








system of ratemaking in the compensation field 
and have placed themselves on record con- 
sistently with the action taken in calling upon the 
fire insurance companies to organize themselves 
ona national basis for the control and super- 
vision of ratemaking. In general it may be 
said that the approval of the national compensa- 
tion rating plan is directly in harmony with the 
views expressed by President Denaldson of the 
national convention in his opening address, in 
the course of which he called attention to the 
national character of insurance and advocated a 
permanent organization with headquarters and 
staff for the National Convention of Insurance 
Commissioners. 

President Donaldson said: 
more a State line business than the Pennsyl- 


Railroad is a Christmas Tree Railroad. 


“Insurance is no 


vania 
lor the sake of the business of insurance, by 
the very reason that departments are specially 
recognized and relied upon by home offices and 
the soliciting field in the hope for accomplish- 
ment of uniformity in statutes and customs, 
this convention needs ample funds and_ per- 
sonnel and a regularly maintained office, for in- 
stance, in the middle of the United States.” If 
the suggestion of President Donaldson is acted 
upon favorably by the convention it is possible 
that the convention may establish a permanent 
staff of examiners who can perform technical 
service for the insurance departments of all 
States simultaneously. Such a staff would be 
well able to supervise the activities of such an 
organization as the National Council on Work- 
Na- 


Underwriters should the 


mens Compensation Insurance and_ the 
tional Board of 


latter organization decide to accept the recom- 


Fire 


mendation of the insurance commissioners for 
centralizing the ratemaking work. 

In the development of centralized ratemaking 
the casualty companies have shown themselves 
to be far ahead of any other line of the insur- 
ance business excepting life. 

MARINE INSURANCE 

The third class of insurance which received 
a favorable ear from the convention was 
American marine insurance. Following a very 
interesting and exhaustive paper on Thursday, 
September 7, by Hon. B. W. Gearhart, Super- 
intendent of Insurance of Ohio, “ Uniform 
State Laws to Regulate and Tax Marine 
Transportation Insurance,” the convention 

: eo p 
went into the committee of the whole to re- 


ceive representatives of the American Institu- 
tion of Marine Underwriters on a model bill 
governing the organization and regulation of 
marine insurance, for which they urged the 
support of the Commissioners. This bill -re- 
sembles the District of Columbia Marine In- 
surance Law passed by Congress early this 
year, omitting, among other things, the multi- 
ple line features. Undoubtedly marine insur- 
ance, i. e., at least that branch of the business 
which has to do with foreign commerce, has 
been hampered more than helped by the various 
regulatory laws enacted by the various States. 
It seems that many States which are not di- 
rectly interested in foreign commerce do not 
realize that they are vitally interested in this 
branch of the business, and have, therefore, 
either passed no laws specifically regulating 
marine insurance, or have made the fire insur- 
ance laws apply as well to marine insurance. 
If marine insurance was confined to the 
boundaries of one country these laws would 
work equitably, but from the fact that either 
the inception or the termination of the coverage 
is in a foreign country over which State laws 
cannot operate, competition of companies of 
foreign countries is bound to triumph over 
American companies, impeded as they are by 
high taxes and forced to operate under exces- 
sive expense. Before the convention was ad- 
dressed by various members of the American 
Institution, Superintendent Stoddard of New 
York reminded his fellow members that the 
regulation on tax of marine insurance was a 
question involving every State, because it in- 
volved the procedure of all goods for export. 
3enjamin Rush, president of the Insurance 
Company of North America, stated that at the 
hearings on the bill passed by the United States 
Congress it was shown that extension of 
foreign commerce depended upon three _ pri- 
mary facilities. They are banks. shipping and 
marine insurance. They found that American 
marine insurance companies are handicapped by 
forty-nine kinds of State regulations, limited 
charters, requirements as to deposits and non- 
admission of agency balances over ninety days 
due, and particularly taxation. The difference 
between American, English, French and Dutch 
companies in taxation represented between 3 
and 3% per cent of the premiums. This has 
resulted in the annual loss of between $25,000,- 
000 to $50,000,000 of marine insurance pre- 
miums to foreign companies. He stated that 
as a result of the disadvantages under which 
American marine insurance companies operated 
in Philadelphia alone, marine insurance com- 
panies dwindled from fifty to one in fifty years. 
Hendon Chubb of Chubb & Son dwelled upon 
the heavy expenses occasioned by the necessity 
of the meeting of requirements of the forty- 
eight States under laws primarily enacted for 
fire insurance companies. He further stated 
that seventy-five per cent of American hulls are 
insured by foreign underwriters. 





rights. 





Central Ohio 
General Agency 


Territory unsurpassed and large enough for 
an unlimited production. 
Contract as good as the best, with exclusive 


Confidential communication invited from 
those with clean records and with ability to 
handle such an agency. Address 


Exclusive, care of The Spectator 
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The Provident Life and Trust Company 


of Philadelphia 


Provident Endowments protect against the 
Economic Loss caused by the Termination of an 
insured’s Producing Power through Death or old 
Age. The new Disability Clause adds protection 
when the Producing Power is terminated prematurely 
through Total and Permanent Disability. 

Endowments in the Provident mature on the 
average approximately at 65. Between 25 and 65 
the expectation is that one person will be totally and 
permanently disabled for every six persons who will 
die. 

When the Disability is Total, 90 days’ continuance 
establishes presumption of permanence. Without 
pegs other policy benefits, premiums are Waived 
nd a Disability Income commences which (the Dis- 
ability remaining permanent) continues for life 
and does not cease when the Endowment Matures. 











AMERICAN 
SURETY 
COMPANY 

of NEW YORK 


100 BROADWAY 


Fidelity andSurety Bonds Burglary Insurance 
Check Forgery and Alteration Insurance 








Company’s Home 
Office Building 




















Great Southern Life Insurance Co. 


Dallas=Houston 


Assets Over $10,000,000.00 
Insurance in Force Over $100,000,000.00 


Offers Liberal Contracts to Reliable 
Agents in Texas, Oklahoma, Missouri, 
Kansas, Arkansas, Louisiana, New Mexico 
and Mississippi. 


Policies. up to date 


Write: 
F. W. Griffin, E. P. Greenwood, 
Supt. of Agencies, or President, 


Houston, Texas. Dallas, Texas. 





GENERAL INSURANCE OFFICES 


WILL IN 1922 
PROVIDE THEIR CLIENTS WITH 
LIFE, FIRE AND CASUALTY INSURANCE 


There is no reason why the life insurance department of a 
general insurance office should not be very profitable. One 
capable man.at the head of the life department can earn as 
much the first year as any other department in the office and 
will earn an increasing revenue each year thereafter. All 
pees offices that have life departments are pleased with 
results. 


This is a strong, conservative, clean Company that is suf- 
ficiently progressive to fit into the life department of a gen- 
eral insurance office. In 1922 this Company will make a 
specialty of broadening its service to this extent. We solicit 
correspondence with insurance agencies now writing fire, 
or fire and casualty insurance. 


INTER-SOUTHERN LIFE INSURANCE COMPANY 
LOUISVILLE KENTUCKY 


























FIDELITY LEAD SERVICE 


brings the agent into contact with interested buyers 
of life insurance. Last year we distributed 47,604 
direct leads—all interested prospects who had re- 
quested information. In 1921 this service, and 
Fidelity’s original policy contracts, brought us 
within 714% of the unparalleled new business result 
of 1920. 

Fidelity operates in 40 states. Full level net pre- 
mium reserve basis. Insurance in force over $223,- 
000,000. Faithfully serving insurers since 1878. 


A few agency openings for the right men. 
THE 


FIDELITY MUTUAL LIFE 
INSURANCE COMPANY, PHILADELPHIA 


WALTER LeMAR TALBOT, President. 











A Wider Field—An Increased Opportunity 


Our Agents can sell policies on the annual premium 
plan, up to $3,000, to young men and young women 
as young as age 2—Protective insurance and Educa- 
tional and Business Start Endowment insurance. 
This extension of the age limit for Ordinary insurance 
down to age 2 helps our Agents considerably. We 
issue Participating and Non Participating policies. 


As regards adults, we write contracts with Double ° 


Indemnity provisions covering any kind of fatal acci- 
dent, or with Double Indemnity provisions covering 
fatal travel accident only, as may be desired. We 
issue policies with Waiver of Premium and Disability 
Annuity or Instalment Payment features. We insure 
males and females at the same rates. 


OLD COLONY LIFE INSURANCE COMPANY 
CHICAGO, ILL; 
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THE AMERICAN LIFE CONVENTION AND ITS CREED 


Extract from the Address of President Charles G. Taylor, Jr., 
at Indianapolis Last Year 


contemplate this splendid growth, it 


\s we 
yell for us to recall what is this American 
» Convention in which we are proud to claim 


_mhership. It is the oldest organization of 
secu executives in the United States 
ae. As such it has a peculiar respon- 
; ‘ity to keep ever in the vanguard of prog- 
The splendid purposes of our organiza- 
son can De no better stated than in the fol- 
ving words from our constitution, which it 





_yel for us to recall from time to time, lest 
- forget the broad foundation upon which we 
ave builded : 

‘The dissemination of information regarding 
ihe science of life insurance; the upholding of 
wrrect principles in the conduct of the business 
‘life insurance; the establishment and main- 
wnance of confidence between the management 
‘the companies composing the organization 
nd their policyholders; the correction of any 
uses which may arise in the methods of 
ansacting the business of life insurance; the 
promotion of co-operation, acquaintance and ex- 


ideas among the executive officers of 


change ¢ 
its membership, and any and all other things 
incident to the welfare of insurers, insured and 
the public in relation to the business.” 

This ort 


amplified by 


further 





ginal declaration has been 
resolutions declaring the position 
f the convention in favor of— 

Fair and uniform taxation. 

Prevention of old abuses in departmental 





examinations. 
Elimination of stock jobbing schemes. 

Abolition of twisting and proselyting by 
circularizi 





g the agents of other companies. 
Elimination of competitive literature. 
Co-operation between various life insur- 

ance organizations. 

These declarations are a challenge to every 
executive subscribing to the objects and pur- 
poses of the convention to set standards in the 
management of his company in harmony with 
the ideals of the convention. We are not held 
together by any hard and fast rules or agree- 
ments, but hy common interests in the advance- 


ment of our business and its conduct upon the 
highest ethical plane. 

While never tardy in its declarations upon 
fundamentals, this convention has, nevertheless, 
always been truly American in its fight for 
inter- 


freedom from 


ference and for the free display of individuality 


unnecessary legislative 
in the conduct of the business so long as sound 
business principles.are not violated thereby. At 
no time, therefore, has it been the subject of 
criticism which, rightly or wrongly, has been 
leveled against some business associations for 
attempted avoidance of open and free competi- 
tion. In no business, great or small, is there 


any more active, aggressive or untrammeled 





ROLL OF HONOR 
Former Presidents of the American 
Life Convention Who Have Made 
the Organization One of the 
Greatest in the Country 
J.B. Reynolds 
C. E. Dark 
Bascomb  H. 
S. B. Smith 
Isaac Miller Hamilton 
T. W. Vardell 
P. D: Gold, Jr: 
W. A. Lindly 
Henry Abels 
G. A. Grimsley 
Charles F. Coffin 
Hlarry 15 Seay 
I. G. Simmons 
Charles J. Taylor, Jr. 
H, R. Cunningham 


Robinson 











competition, that is not at the same time de- 
structive, than in the life insurance business 
to-day. Without fear of suécessful contradic- 
tion, we assert that in no business is greater 
consideration given to the interests of the cus- 
tomer than in the business of life insurance. 


These conditions have earned for legal re- 


Life Insurance 


serve life insurance a public regard that cannot 
be too highly valued by those charged with its 
conduct. As a consequence, we are faced only 


rarely by outbreaks of unreasonable legisla- 


tion. Yet occasionally there arises someone in- 
tent, fer some personal motives, upon unjustly 
pillorying the management of life insurance 
companies or diverting life insurance funds in 
the aid of some class or to remedy some eco- 
nomic evil. 

The unhappy results of governmental inter- 
ference in business or in favor of one class or 
another have been so emphatically demon- 
strated by certain necessary activities in this 
direction, incident to war conditions, that we 
wonder anyone is or may be for many years 
to come so heedless or bold as to suggest any 
such activity at this time. 

Statutes should be designed to assure safe 
and honest management in the interest of the 
policyholders, but should not 


the details of management or rob officers of 


interfere with 


their personal responsibility. The assets of life 
insurance companies should be safeguarded by 
invest- 
ments, but such laws should be in the interest 


proper laws prohibiting questionable 


only of the policyholders contributing the 


funds. It is difficult to imagine any sound rea- 


son for compelling the investment of such 
funds in the interest of a given class which 
would not apply to the same funds in the hands 
of the individual policyholder. The American 
sense of fairness and justice would most cer- 
tainly rebel against such interference with in- 
dividual. rights. Yet executives of life insur- 
ance companies should always be mindful of 
serve their 
policyholders and to perform a great economic 
service in the management of these institutions. 

By thoughtful effort to make our institutions 
serviceable in the broadest possible way, with- 
out jeopardy in the slightest degree to the in- 


their great opportunity, both to 


terest of policyholders, we may continue to 
rob the sensation monger and muckraker of the 
slightest excuse for his activities and continue 
to earn such high regard for the institution of 
life insurance as to consign to public. con- 
demnation the man who attempts to exploit him- 
self at the expense of the companies. The re- 
sponsibility is ours. 
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Men Prominently Associated With the 


Holding Its Annual Convention at Milwauke. 





J. B. REYNOLDS C. J. TAYLOR, JR. SIDNEY A. FOSTER 
eas Baca eae: Bian. Keim thy Vice-President, Atlantic Life, Richmond, Va. Vice-President, Royal Union, Des Moines 





H, G. SCOTT ISAAC MILLER HAMILTON 


Vice-President, Reliance Life, Vittsburgh 


J. H. JAMISON 


President, Federal Life, Chicago President, Western Life, Des Moines 





CHARLES W. GOLD JOHN J. CADIGAN LEE J. DOUGHERTY 


Vice-President, Jefferson Standard, Greensboro, N. C. President, New World Life, Spokane, Wash. Secretary, Guaranty Life, Davenport, Ta, 
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Upbuilding of the American Life Convention 
september 18, 19, 20, 21 and 22, 1922 





EMMETT C. MAY THOMAS W. BLACKBURN ARTHUR F. HALL 
President, Peoria Life, Peoria, Ill Secretary, .\merican Life Convention Vice-President, Lincoln National, Fort Wayne 





A. E KEY 


Vice-President, Volunteer State Life, Chattanooga 


GUILFORD A. DEITCH 
} 


Reserve Loan Life, Indianapolis. Ind 


HERBERT M. WOOLLEN 


President, American Central, Indianapolis 





HENRY ABELS A. H. RODES 
resident, Two Republics Life, El Paso, Tex, 


W. A. WATTS 


President, Merchants Life, Des Moines 


President, Franklin Life, Springfield, Ill. 
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The Advantages of Centralized Rate-Making 


By Jesse S. PHILuirs 


Workmen's compensation has been generally 
«cepted in this country as the correct prin- 
cgle of indemnification for accidents arising out 
; employment. 

The rejection of the old doctrine of negli- 
wnce as a basis for damages against the em- 
over and the substitution of the new principle 
have produced a situation in which insurance is 
practically compulsory. This is true, notwith- 
danding the fact that the statutes of several 
make such insurance elective, for in 








States 
ach States the majority of employers are 
ather unwilling to carry the burden or are 
yancially unable individually to assume the 
bligation and, therefore, are compelled to seek 
wsurance protection. The State, having practi- 
wily forced this form of insurance upon in- 








istry, OWeS a paramount duty to employers of 
goviding a procedure whereby they shall be 
scoorded fair and equitable treatment by insur- 
ance carriers. The task of the State has been 
ielegated largely to insurance departments be- 
use of the extremely technical problems in- 
volved. The actual establishment of rates by 
the State is not an effective method of securing 
equitable re- 

Fixing the 


reasonable rates for employers. 

alts can not thereby be obtained. 
price at which insurance protection is to be sold 
or, for that matter, price fixing for any com- 
modity is not, in my judgment, a proper gov- 
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ernmental function. The States, with a few 
exceptions, have left rate-making to private en- 
terprises, subject to rigid official supervision. 
There should be no departure from this policy. 
It follows that the 
and the insurance carriers have a common in- 
terest in developing a system which will pro- 
and non-discrimi- 


insurance commissioners 


duce adequate, reasonable 
natory rates not only for industry as a whole, 
but also for each State and even for each in- 
dividual employer. This unity of interest de- 


mands the closest kind of co-operation. 





JESSE S. PHILLIPS 
Manager, The National Bureau of 
and Surety Underwriters 


General Casualty 


It is inconceivable that there should be more 
than one method of producing correct rates. 
Industry must be classified according to hazard, 
manual rates must be developed, methods of un- 
derwriting must be defined, plans of merit rat- 
ing, designed to introduce in rating procedure 
some of the characteristics of individual risks 
that influence cost, must be established, uniform 
statistical records must be compiled and kept. 
All of these phases of rate-making confront 
each insurance carrier and each insurance de- 
partment, and as they appear in the same light 
in all cases they constitute a problem in which 
all have a common interest, which is to formu- 
late the very best procedure. Rate-making for 
workmen’s compensation insurance is essentially 
a national problem as certain fundamental prin- 
ciples of common application to all States un- 
derlie the actual construction of rates. The 
application of such principles to the conditions 
of the individual State may involve exceptions 
but the best results will be obtained if an effec- 
tive standardized procedure can be developed. 

Rates for workmen's compensation insurance 
to a greater degree than rates for any other 
form of insurance are based upon actual statis- 
tics or “experience.” These statistics compiled 
in a form known as “Schedule Z,” give the 
actual results of underwriting for each State, 
each policy year and each industrial classifica- 
tion. They are usually required to Be filed by 
insurance departments because they constitute 
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the substantial basis upon which rates are con- 
structed and, therefore, the only proper basis 
upon which the adequacy and reasonableness of 
such rates can be determined. This statistical 
structure furnishes another reason for co-opera- 
tive effort in rate-making because the experience 
of individual States is not sufficient for all in- 
dustries to provide a dependable basis for rate 
determination. Rules for judging the adequacy 
of insurance exposure for rate-making purposes 
are familiar to the insurance commissions. The 
law of averages underlies each problem of rate- 
making. The principal requirements, therefore, 
is for a broad exposure—anything short of this 
produces an unstable statistical basis and conse- 
quent incorrect results. This makes it desirable 
to combine the workmen's compensation experi- 
ence of all States. Such an experience will en- 
able every State to utilize the greatest possible 
volume of data for rate-making. It is agreed 
that State rates, wherever possible, should be 
made to conform entirely to the indications of 
local experience. It is where the local experi- 
ence is inadequate that the experience of other 
States is useful and, in fact, absolutely neces- 
sary. State rate-making, therefore, is not only 
undesirable as involving the principle of price 
fixing, but is also impossible in view of the 
limitations of the local experience. 

There are about 950 classifications in the pres- 
ent manual of the National Council on Work- 
men’s Compensation Insurance, serving as a 
basis for underwriting the many variations of 
industry. The inadequacy of State experience 
for determining the cost of workmen’s com- 
pensation for these classifications is shown by 
the fact that the State of Texas in four-policy 
years (1916-1919) produced only twenty-two in- 
dividual classifications, with losses exceeding 
$50,000. It is generally conceded that $50,000 
is the lowest loss exposure sufficient to develop 
an adequate experience. Texas, therefore, in 
four years was able to produce only enough ex- 
perience to develop a maximum of twenty-two 
local rates. Rates for the remaining industries 
of the State would be based entirely upon 
assumption and conjecture if the experience of 
other States were not used. Texas has been 
taken merely for the purpose of illustration, as 
it represents a volume of experience as great 
or greater than that of the majority of States. 
There are important industrial States, such, for 
example, as New York, Massachusetts and 
Pennsylvania, where the volume of State ex- 
perience is greater, but it may safely be said 
that in no case is the local experience, taken by 
itself, sufficiently extensive to produce a depend- 
able basis for establishing rates for all of the 
industries within the State. 

Then there is the problem of making rates for 
States where workmen’s compensation is new 
or where it has been in effect only a short period 
of time. These States would have absolutely no 
basis for rate-making if the experience of other 
States were not available. 

An additional reason why the experience of 
a given State is inadequate to produce rates for 
that State is that owing to changes in industrial 
conditions it is not possible to utilize all of the 
experience for all years for a given State. In 
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N eminent statistician, writ- 
a | ing about ancient fortunes, 

speaks of Croesus having 
been worth $80,000,000 and Solo. 
mon about $20,000,000. These 
were the real high-spots in wealth 
in the early days, he declares. But 
the old Bible story of the King who 
loaned one of his chums 10,000 
talents of gold is recalled. You 
remember, when the king asked for 
it, the fellow begged for a few weeks 
of grace, and got it. Here was a 
king who had it all over Croesus 
and Solomon, for he thought noth- 
ing whatever of helping out a 
friend to the extent of $275,000,000, 
which was the value of 10,000 gold 
talents. You'll find the tale in 
Matthew the Eighteenth Chapter, 
and it is worth reading. Money, 
apparently, meant nothing in those 
young days, but it certainly dédes 
today, doesn’t it? After you are 
gone it must come in just the same; if 
thereareany lovedones. Lifeinsur- 
ance is the best medium to take 
your place. 





The Prudential 
Insurance Company of America 
I::corporated under the laws of theS tateof New Jersey 
Edward D. Duffield, President 
Home Office, Newark, New Jersey 








A. M. BURTON, President 
H. B. FOLK, Secretary 


LIFE AND CASUALTY 
INSURANCE COMPANY 


OF TENNESSEE 





Industrial Weekly Insurance 
Life—Health—Accident. Pays 
Fifty Weeks Indemnity — Or. 
dinary and Industrial Straight 
Life Insurance 





Home Office 
NASHVILLE TENNESSEE 


























Hutchinson, Kansas 


Stephen M. Babbit, President 














34 


Sept 
=— 
the i 
pensal 
icy yf 
the St 
been | 
the e 
that t 
exper’ 
as to 
Cor 
shich 
way. 
The 
the be 
partm 
unite 
rect fi 
makin 
Thi 
collect 
pensat 
every 
bear ¢ 
Tha 
proper 
rate a 
unifor 
derwr 
indust 
Other 
-eptib! 
fore l 
It i 
climin 
possib 
compe 


: 
; 


He 








Thursday 








September 14, 1922 


THE SPECTATOR 


Casualty, Surety, Etc. 








the last general revision of workmen’s com- 
pensation rates, the experience of but two pol- 
icy years was used even though in certain of 
pe States the workmen’s compensation law had 
een effective for five or more years. When 
the experience period is thus limited, it follows 
that the number of States contributing to the 
experience should be as great as possible so 
to broaden the exposure. 

“Conditions are such that a system is required 
yhich can deal with rate-making in a broad 
way. 

There should be some machinery by which 
the best technical talent of the insurance de- 
partments and of the insurance companies may 
wite for the purpose of formulating the cor- 
ret fundamental principles which underlie rate- 
making. 

This machinery should be utilized also for the 
collection and tabulation of the workmen’s com- 
pensation experience for all carriers and of 
every State and of any other data that may 
bear on the rate question. 

That such experience may be compiled on a 
proper basis, the plans of rate-making and of 
rate application to individual risks should he 
uniform. All States should use the same un- 
derwriting rules, the same classifications of 
industry and the same plans of merit rating. 
Otherwise the combined data will not be sus- 
ceptible of uniform interpretation and will there- 
fore largely lose their value. 

Itis true that uniformity to some extent 
climinates competition. im- 
possible to transact insurance 


However, it is 
properly with 
competition in rates completely unregulated. I 
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believe this. principle is generally accepted at 
the present time. Unrestrained competition is 
not even good for the public in the long run. 
It leads to insolvency; and while a particular 
assured may gain some temporary advantage 
through irregular practices, this is likely to in- 
volve a discrimination by which others who are 
generally deserving but who have less influence 
pay higher rates. The only reduction in rates 
that permanently benefits the assured is a re- 
duction that is made on the basis of actual merit 
—and no merit system can exist except on a 
basis of stabilized rates. 

In the practical application of the funda- 
mental principles which I have described the 
following requirements should be observed: 

(a) Complete consideration should be given 
to the economic and industrial conditions which 
prevail in an individual State; national proce- 
dure be forced upon a situation 
where it is inapplicable. 

(b) The system by which are made 
should be representative of all 
parties having an interest in rate-making. It 
should not be possible for the larger and more 
powerful companies to override the interests of 
any carrier even though such carrier may trans- 
act business in a restricted territory ana may, 
therefore, be said to have a “local” as dis- 
tinguished from a “national” point of view. 

(c) The results should be equitable from the 
standpoint of industry. Each rate should be 
developed with the sole purpose of making it 
as nearly “right’’ as possible. This applies 
equally to the rate for an individual risk in a 
single State and to an entire industry. 

(d) The should be consistent and 
logical as States. It not be 
possible to establish a condition of discrimina- 


should not 
rates 
thoroughly 


results 
between should 
tion between States such that rates are reduced 
in one State at the expense of others. 

com- 


(e) Competitive influences should be 


pletely ignored. There should be non-partisan 
representation in the system by all classes of 
insurance carriers 
ment, can be devised which wil! eliminate con- 


No system, in my judg- 


troversial elements from consideration; but with 
proper committee representation these elements 
can be controlled, since’ rate-making and rate 
administration involve definite scientific prin- 
political expediency 


ciples. Favoritism or 


should have no part whatever. 


(f{) The system should be economical and effi- 
cient. It must be constantly borne in mind that 
the expense of maintaining an organization for 
purposes is included in the final 
rates and is, therefore, an added burden upon 
industry. Red tape should be eliminated. Rates 
for States, individual industries and for 
individual risks should be produced promptly. 
Changes to keep rates in line with varying in- 
dustrial and wage conditions should be made 
as frequently as such conditions require. The 
burden of work imposed upon the rating 
bureaus, the insurance departments and the in- 
surance carriers should be reduced to a mini- 
The procedure should be simple but 


rate-making 


for 


mum. 
efficient. 


“FIDELITY GUARANTEE” 


A New English Work by F. D. McMillan 

A new book entitled “Fidelity Guarantee,” by 
. D. MeMillan, assistant manager of the Pru- 
dential Assurance Company. Limited, of Eng- 
land, has been published and contains a large 
amount of interesting information concerning 
the subject named. This book covers, from a 
British standpoint, much the same class of in- 
the American 
Edward 


formation as is contained in 
books entitled “Surety 
C. Lunt, and “The Principles of Surety Under- 
writing,” by Luther F. Mackall. 

The book is divided into three principal parts, 
dealing respectively with Commercial Guaran- 
Bonds and 


Bonds,” by 


tees, Government and High Court 
Bae rats 

Part 1 includes chapters on The Nature of 
Proposal and Referee Forms; Com- 
mercial Ineligible and Doubtful Risks; 
Collective Policies; The Employer's Statement 
and Systems of Check: Endorsements; Claims. 

Part II contains three chapters, the first on 
deals with 


Examination Papers. 


i 
the Risk: 


Risks: 


Government Guarantees, which 
Board of Trade, Inland Revenue, Customs and 
Miscellaneous Local 
Government Officials’ High 
Court Guarantees, the latter embracing Admin- 


Guarantees: 
and 


Excise and 


Guarantees, 


istration, Lunacy and Chancery bonds. 

Part III 1920-21 Questions 
Skeleton Answers, Appendices and Index. 
s substantially 


presents and 


This book contains 242 pages. 


bound in buckram, and sells at $6 per copy. 
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INTERNATIONAL CLAIM ASSOCIATION 


One Hundred and Twenty-Five Company Membership Reported 
at Annual Meeting 


REMOVAL OF SUITS TO FEDERAL COURTS A LIVE TOPIC 


A Well Diversified Program is Carried Through at Atlantic City 


(Special Dispatch from our Staff Correspondent) 


Arantic City, N. J., September 12.—With 
about sixty members represented, the first ses- 
sion of the thirteenth annual meeting of the 
International Claim Association was called to 
order Monday morning by President Ralph A. 
Ferson, at the Traymore Hotel, Atlantic City, 
N. J. Other delegates were expected by later 
trains, 

Mayor Bader greeted the delegates cordially, 
telling them that if they wanted anything they 
could not find, to see him. President Ferson 
made a graceful response. 

At R. R. Harrold’s suggestion a sergeant-at- 
arms was selected, John P. Bennett being ap- 
pointed. President Ierson said that insurance 
isa business which touches the public very 
closely. The claim man should see that con- 
tracts are fulfilled, and he is qualified to advise, 
in conjunction with underwriters, as to com- 
pany policy. Companies need the counsel of 
the claim men. 

R, R. Harrold presented the executive com- 
mittee report, showing 125 members, against but 
twenty-seven at the first meeting held thirteen 
years ago at Atlantic City. 

It was recommended that a directory of ad- 
justers should be compiled, and the president 
was authorized to appoint a committee to pre- 
pare such a book. 

A proposal to increase dues to twenty dollars 
was referred to a committee. A committee on 
memorial to deceased members was appointed. 

Secretary Charles O. Piper referred to his 
eforts to secure a larger representation of 
members at meetings. This year fear of travel 
complications tended to reduce attendance. He 
recommended that some method be devised to 
secure the loyal support of all members, who 
owe the association more than mere payment of 
dues. It was suggested that an attendance and 


publicity committee be appointed, but Mr. 
Piper thought one man, perhaps the secretary, 
cold handle this matter better than a 


committee. 

F. Leroy Templeman submitted his report as 
treasurer, showing about $1400 balance. Bayard 
P. Holmes, librarian, made his usual report, 
which was received with applause. Various 
standing committee reports were received. Tues- 
(ay afternoon was set for a smoker in connec- 
tion with the question box, and the banquet was 
ixed for Tuesday evening. B. P. Holmes re- 
ported improvements in the service of the 
Hooper-Holmes Bureau. 

President Ferson asked new company mem- 
hers to make remarks, and several of them did 
8. The list of new members includes the 
Phoenix Mutual Life, First Reinsurance, Pan- 
American Life, Guardian Life, Connecticut 
Mutual Life, Southern Life, Southern Life and 
Trust, Lincoln National Life, Federal Surety, 


Philadelphia Life, Prudential Insurance Com- 
pany of America, Peoria Life, John Hancock 
Mutual Life, Home Accident and Health, 
American Central Life, Mutual Life of New 
York, National Accident, Niagara Life, North- 
western Casualty and Surety, Clover Leaf Life 
and Casualty. 





New Officers of International Claim 
Association 


President, John A. Millener. 
Vice-President, Phillip L. Hotchkiss. 
Secretary, Frazar B. Wilde. 
Treasurer, F. Leroy Templeman. 
Librarian, Bayard P. Holmes. 
Executive Committee: 
R. R. Harrold, Charles O. Piper, Stewart M. 
Lamont, E. W. Frain, Ralph A. Ferson. 











Col. C. A. Pennington spoke Monday after- 
noon in place of J. B. Milliken, other speakers 
being William BroSmith and John A. Millener. 
A nominating committee was appointed, which 
will not report until the final session. 


Cot. PENNINGTON's ADDRESS 
In introducing Col. President 
Ferson said that while Americans might differ 
on the bonus question, they all agreed that the 


Pennington, 


boys who had been in service and were disabled 
should be cared for. Col. Pennington, who is in 
charge of the Insurance Division of the United 
States Veterans’ Bureau, at Washington, has 
spent a year and a half in reorganizing it. He 
first discussed the responsibilities and duties of 
the bureau under the law, and then suggested 
some improvements which might be brought 
about. 

In summarizing the work which has been 
done, he presented statistics running into large 
figures, and stated that 94 per cent of all com- 
pensation claims had been adjudicated. Thus 
far 471,000 active compensation claims have 
been decentralized. 

Of 306,000 men needing to be rehabilitated, 
103.000 are now in training in all classes of 
schools. 

He believes that the ex-service men 
be given preference in filling governmental posi- 
tions, those disabled having priority over others. 
He also advocated some fixed rule as to deter- 
and total disability. 

a question, Col. Pennington 


should 


mining permanent 

In response to 
stated that the presumption is that if a man is 
in the hospital six months, his is a case of 
permanent and total disability, but that this plan 
is regarded as not being correct: and said that 
much difficulty arises in making the men under- 
stand the difference between compensation and 
the insurance contract. 

Col. Pennington could see no objection to 
giving the insurance companies data from Gov- 
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ernment records for their guidance as to ap- 
plicants for insurance. 

After answering some further inquiries, Col. 
Pennington thanked the insurance companies for 
their assistance, stating that they never refuse 
information or help, and also saying that he 
tries not to hurt the companies’ business, but 
boosts it whenever possible. 


EXPOSURE TO UNNECESSARY 
DANGER 


VOLUNTARY 


William BroSmith, vice-president and gen- 
eral counsel of the Travelers of Hartford, 
spoke upon the above topic. 

Mr. BroSmith told his listeners that adjusters 
must approach their work with the right view- 
point towards claimants, that the criminal 
classes form but a small portion of the ‘populace 
and that their task is to determine whether a 
claim is right and just and be always alert to 
punish fraud, in such a way an adjuster may 
best serve the company which he happens to 
represent. It is not the duty of the adjuster to 
turn an underwriting loss into a profit. 


REMOVAL OF SuIrs TO FEDERAL Courts 


John A. Millener, general counsel for the 
Order of United Commercial Travelers of 
America, contributed an address upon the sub- 
ject, “Federal Practice and the Right to Re- 
move Litigation from a State Tribunal to a 
Federal Forum.” This was based upon the case 
of Tom J. Terrall, Secretary of State of 
Arkansas, vs. Burke Construction Co., which, 
though the decision was rendered but a few 
months ago, has become a celebrated case in in- 


surance circles. 


Discussions OF Court PRrocEDURE 

Mr. Millener spoke of the effects of the 
Interpleader Act, passed by Congress, February 
22, 1917, which permits a company to use a 
Federal court in a case where there are two or 
more claimants, in different States, if the com- 
pany. admits liability and pays the money into 
court. Under this law, however, if for example 
a New York company denies liability, a claim- 
ant in Georgia and one in California may sue 
in the State courts, and the company has no 
recourse but to force both suits into the same 
court. The Interpleader Act, he believes, should 
be amended so. as to eliminate the unnecessary 
expense and the possibility of having to pay 
both claimants in such a case. 

Mr. BroSmith said that the value of the 
Terrall case is that the United States Supreme 
Court has settled right a most important fea- 
ture of litigation. It never was held that a 
company could not remove a case from a State 
to a Federal court. but the State retained the 
power to punish such removal by revoking or 
refusing to renew a license. This decision now 
assures a company of the right to remove a 
case without fear of State action on its license. 
However, this privilege is not one to be exer- 
cised in every case. 

In the early days, when jealousy and local 
prejudice cut more of a figure, they might have 
led to injustice; but now State judges rank 
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BALANCE SHEET OF 


CALIFORNIA STATE LIFE 


Insurance Company, Sacramento, California 


December 


ADMITTED ASSETS 
Real Estate sae fl cs aly aa Kee ire $17,941 oe 
First Mortgage Loan (secured by Re al Estate worth 
over $8,500,000) . 
Policy Loans and Lien ‘Notes within policy reserve 
Cash in banks and certificates of deposit 
Interest due and accrued..... 
Uncollected premiums (covered by policy reserve). . 


3,466,522 .61 
$39,701 .09 
369,779.22 
117,052 .69 
274,273 .68 


ee ee a ee ee 


31, 1921 
LIABILITIES 
$3,689,576 .36 
2,243. 52 


Net reserve. 

Claims reported, proof not received. 

Deposits of policyholders left to accumulate at in- 
terest and interest thereon..................4.. 

Premiums and interest paid in advance and accounts 
UC TNUC ec eenat at aieeoas eto aa Pe 

Reserve for taxes payable in 1922............. 


131,818 37 


39,920.75 
55,359 .96 








Reinsurance due and other assets (net)............ 807.81 Survivorship investment fund, reinsurance pre 

miums accrued and other liabilities............ 142,741 .45 

Capital Stock. $500,000 .00 

Unassigned funds.... 224,418.01 
Surplus to pelevyholderts. 24... 4.0 Lecce keke wd coe 3 0cs 724,418 01 
Total admitted assets... SSS? $5,086,078.42 CC | eee eg read $5,086,078.42 

GAINS IN 1921 STEADY GROWTH 

Admitted Assets, December 31, 1921........ $5,086,078.42 Assets Year Ins. in Force 
Admitted Assets, December 31, 1920......... a $ 806,584 ee a (1912 Ss. . 7,916,000 
Gain in 1921...................... $785,147.48 $ 977,639............ rer. $10,000,467 
Insurance in Force December 31, 1921....... $43,790,912.00 $1,222,413............ . eee $13,459,379 
Insurance in Force December 31, 1920....... 38,782,271.00 $1,445,684........ 80—- eee $15,349,747 
a ha Cll MD 5:5: s'a x sees $22,838,574 
Gain in 1921...................... $5,008,641.00 ¢2 442.881. ee $25,221,480 
anima mam mae iim: eee ae $25,603,497 
i li leet ea ———— See... ..... eer: $30,329,945 
M§ Gainin1921...................._ $47,180.00 $4,290,000............ Re ee $38,782,271 
Gain in surplus during 1921........... $100,264.21 $5, 086, 078 sees 1921 weeeee $43, 790, 912 





MARSHALL DIGGS, President 
DR. THOS. J. COX, Vice-Pres. nee Medical Director 
AROLD H. BUCKMAN, Actuary 


J.R. KRUSE, Vice-Pres. and General Mer. 
Coss BROOKS, or ry and Treasurer 


FRED W. KIESEL, Vice-President 
ROBT. T. McKISICK, General Counsel 
BRYSON, Assistant Secretary 




















Ready Reference Digest 


of 
Accident and Health 


Insurance Law 
By Myron W. Van Auken 


of the Utica, N. Y., Bar, General Counsel for 35 years of the 
Commercial Travelers Mutual Accident Association of America, 
Utica, N. Y. 

A complete reference book containing digests of all 
Federal and Appellate decisions defining the words 
*“‘Accident”’ and *‘Accidental Means.” 

Completely cross indexed from every possible lead. 
Ready reference to every angle of every decision. 

Contains the information absolutely necessary for 
accident and health insurance companies’ officers, 
their claim departments, their adjusters, surgeons and 
physicians and is most valuable for all attorneys in- 
terested in health and accident insurance cases. 


Price $6.50 per copy. 
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Selling Agents 


Chicago New York 








The Minnesota Mutual 
Life Insurance Company 


announces a new and improved dividend Schedule, 
effective : ose Ist. The Minnesota Mutual was 
one of - e..n companies that maintained its old Divi- 
dend Schedule throughout the periods of War and 
Influenza. 


This new Dividend Schedule, taken with the new Rate 
Book, new Policy Forms, New Disability Clause, new 
Policyholders’ Health Service, Policyholders’ Quarterly, 
etc., makes the Minnesota Mutual a splendid Com- 
pany to work with. 


For Agencies address in confidence, O. J. Lacy; 
2nd Vice-President, in Charge of Agencies. 


The Minnesota Mutual 


Life Insurance Company 
SAINT PAUL 
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Casualty, Surety, Etc. 








<a 
sq rule, especially in New England and 
i sil States, and many cases involving 


sens of different States are constantly being 
. tin State courts. the United States 
oreme Court is overburdened, and it has been 





Again, 


gested that one way of relieving the con- 
con would be to abrogate the right to remove 





wit because of diversity of citizenship. 
Wh Lamont thought it would not be wise to 


aplish a tule to remove cases to Federal 


might clarify conflicting 
various States, it 
sotble with State insurance officials. 

\t this point Deputy Commissioner Nelson, 
; Wisconsin, was called upon and stated that 


urts, for whil it 


“sions in might lead to 


; State wants to treat every company fairly, 
asked: “Why do you want to go into Fed- 
«| courts: is it because State courts are rot- 
This condition he denied for his State, 
ajremarked that antagonism would be aroused 
» the State if the practice of going to the 


Federal courts is followed. He felt sure the 














‘ommissioner of Wisconsin would feel un- 
indy toward companies following this prac- 
ce, He assured the companies that his de- 
atment wants to work and co-operate with 
them, for the betterment of all kinds of insur- 
e: but resented the inferential 
tut the State courts are unfriendly. 
fourth vice-president of the 
of New York, 
his 





suggestion 
James V. Barry, 


letropolitan Life delivered an 





inimitable 
tile, interspersed with humorous stories, 


wspirational address in own 
which 
with hearty applause. 
secure the 
fremarshals in investigating fraudulent claims 
s voted down. 


De CR: G 


as received 


The proposition to services of 


Forrester of Chicago made an 








address upon injuries to bones and nerves, as 
that 


rful knowledge cf his subject. 


related to accident and sickness insurance, 
displayed a wonde 
Dr. Forrester had long experience in hospitals 
the with 
treat 
His talk was a most il- 


in England and France during war, 


consequent opportunities to observe and 


all kinds of wounds. 


luminating and valuable one. 

Among those registered as members were 
the following: A. P. Schuenemann, Philadel- 
phia: Robert R. Harrold, Chicago; Dr. J. 


Payne, 


Nees, WeG. 


Des Moines; 


Bruce Galloway, Newark, 
Philadelphia: Oscar B. Hartley 


Curtis E. McBride. Mansfield, Ohio; H. H. 
Bang Reading, Pa.; D. L. erg Hart- 
ford; B. P. Holmes, New York; G. R. Bacon, 
Se R. M. Sweitzer, Chicago: peti if. 


Ryan, Chicago: Frazar B. Wilde, Hartford; 
Tohn P. Bennett, New York; Dr. David H. 
Keller, Chicago; A. R. Chamberlain, New 


York: W. A. Budlong, Utica; A. Connor, 
Baltimore: B. E. Hulbert, Detroit; F. L. Tem- 
3altimore; P. L. Hotchkiss, Hartford; 

B. Hirons, Ft. Wayne, Ind.; Dr. Earl W. 
Evans, Columbus, Ohio; Harry E. Rex, Des 
Moines: R. A. Greene, Des Moines; IE. N 
Frain, Philadelphia ; R. Carnduff, Philadel- 
F. W. aga Hartford; Dr. N. L. 
Criss, Omaha: M. B. Walker, Baltimore; F. R. 
Zoeller, Chicago: Edear Harrold. Chicago; M. 
W. Hobart. Minneapolis: L. L. Graham, Kan- 
City, Mi.: Louis Spengler, New York; 
Dr. C. F. Dight, Minneapolis: H. W. Craw- 
ford, Pittsburgh; Whitefield Sammis, Wash- 
ington: L. P. Gregory, Pittsburgh; FE. E. Brad- 
lev, New York: Waters, Lincoln, Neb.; 
Dr. C. H. Harbaugh, Philadelphia: Dr. H. R. 
Hall, St. Louis; Dr. W. G. Nesbitt, Cleveland ; 


pleman, 


phia; 


sas 


EK. E. Elliott, 

Id, Mass.; ( 
1). H. Shepherd, 
Hislop, Chicago; 
tin J. Demcree, 
Omaha; R. A. Cavenaugh, 
Hanmer, Hartford; A. H. 
T. S. Logan, St. 
Hasttord: C.€. 
New 


Jmaha; Robert Gowdy, West- 
Munsell, Springtield, Mass. :; 
Springfield, Mass.; T. W. 

C. O. Pauley, Chicago; Aus- 
Chicago; W. E. Huggins, 
Chicago; W. R. 
Yost, Hartford; 

Ralph A. Ferson, 

Moines; F. &. 

Millener, Co- 


Louis ; 
Chase, Des 
John A. 


Gallaher, York; 


lumbus, Ohio; B. W. Loveland, Hartford; G. 
Donovan, Des Moines; Arthur P. Woodward, 
Hartford: J. W. Hill, Des Moines; S. M 
Lamont, New York; T. F. Hickey, New York; 
J. D. Carpenter, Des Moines; G. R. Savage, 
Ft. Wayne, Ind.; C. L. Tibbets, Boston; Wm. 
I. Jarvis, Boston; P. B. Trone, Indianapolis ; 
W. A. Addison, Indianapolis; Chas O. Piper, 


Philadelphia; L. 
Reading, 


Moines; O. B. Skinner, 
Omaha; H. Z. isterly, 
New York: H. W. Ray, 
Moritz, Hartford; Wm. 
Robert Gemmell, Newark, 
Philadelphia; C. C. 
T. B. Cookerly, Des 
F. R. Bart- 


Des 
DeWitt Erion, 
Pa.: T. P. Frevvett, 
Indianapolis ; 
BroSmith, Hartford; 
N. J.: E. W. Frain, 
Howard, Newark, N. J.: 
Moines; W. E. Kipp, Philadelphia ; 
lett, 

Guests registered included the following: A. 
W. Hobart, Minneapolis; J. V. Barry, New 
Dr. C. R. G. Forrester, Chicago; Col. 
C. A. Pennington, Washington; G. F. Ferrier, 
Pittsburgh; C. F. Merrell; Indianapolis; V. A. 
Nichols, Washington; W. H. Hargrave, Wash- 
ington: Robert W. Blake, New York; Fred S. 
New York; Dr. C. J. Carroll, Balti- 
more: Thos. P. Nelson, Madison, Wis. There 
were also a 1iumber of ladies who accompanied 


Geo. 


Boston. 


York; 


Knight, 


members and guests. 








HOT SPRINGS PROGRAM 


Agents Give Out Tentative List of 
Speakers 


DISCUSSION OF IMPORTANT SUBJECTS 


Meeting at Hot Springs Offers Every 
Opportunity for Agents to Speak Out 
on Questions of General Interest 
Following is the tentative program of the 
National Association of Insurance Agents for 
te meeting at Hot Springs, Ark., October 
3 to 6: 

ESDAY, OCTOBER 3 


ing of executive committee. 
! f executive officers with repre- 








all” st ling committees. 
PP: ™M cat of State association officers 
‘xecutive officers of National Association. 
)P. M.—Get-together dinner. 
WEDNESDAY MORNING, OCTOBER 4 
Greetings {, | ‘ 
reetings > Wh Charles H. Brough, ex-Gov 
ind Mayor Harry A. Jones of Hot 


1 F. Stahl of Tulsa. Okla., 
e National Association. 
Annual Address—James L. 


regional 
Case, 


ommittee’s Report—A. G. Chapman, 








Treasurer's Report—Walter H. Ben- 
mmittees 
f communications. 
ce, casu ralty, fire prevention, member- 
rrit nce and special committees. 
rT Local Agent and His Task. 
fates of Fo h, Minn., regional vice- 
Bate National Association. 
retier ussion, 





discussion on any de- 


(This feature of a general : 
convention. ) 


sired subject will close each session of the 
WEDNESDAY AFTERNOON 
Address—What the Business Man Expects from the 
Agent. Julius H. Barnes, president, Chamber of Com- 


merce of the United States. 
An Analysis of Restlessness. 


A gencral discussion to develop some of the con- 
tributing factors and suggested remedies. 

1. The Expense Ratio. 

2. Wastefulness in Duplicated Activities. 

3. Greed ofr Premium Income. 

1, Unethical Practices—Both Company and Agent. 


Commissioners’ Lack of Unanimity. 
6. Multiple Agents and Multiple Companies. 

7. Non-Board Companies and Non-Board Agents. 
8. Underwriters’ Annexes, - 

9. Cancellation of Policies. 

10. Non-Enforcement of Prompt-Payment Rule. 


5. The Insurance 


General open discussion. 
THURSDAY MORNING, 

Grectings from the International Association of Cas 
ualtvy and Surety Underwriters, extended by President 
A. Dunean Reid, and from the National Association of 
Casualtv and Surety Agents, extended by President 
Thos. E. Braniff. 

Address—Hon. 
tendent of Insurance of the 

Discussion—Necessity for 
through the agents. 

Address—The Signs of the 
of Louisville, Ky., chairman, 
mittee. 

General open discussion. 


THURSDAY 


OCTOBER 5 


Francis R. Stoddard, Jr., Superin- 
State of New York. 
information to the public 
Times. A. G. Chapman 
nat ic mk il executive com- 


AFTERNOON 


\ddress—Charles H. Holland, president of the Roy 
Indemnity Company. 
Discussions—Ownership of Casualty Expirations in 
the Light of Recent Events 
1. Solicitation by Special Agents 
2. Flowing Through General Agents. 
Qualification of Insurers. 
1. For the Issuing of Licenses. 
2. For Membership in Associations. 
General open discussion. 
FRIDAY MORNING, OCTOBER 6 


The Agents’ 


\ Conservation 


39 


Part in Conservation. 
> : Lees 
Program in a Rural Com- 





munity, R. E. Currier, Black Mountain, 

Diseussion—Why Should Automobile 
Outlaw Business? 

1. The Practice of 
pendently. 


IN: :€. 


Lines Be an 





Companies Operating Inde- 


2. The National Association of Automobile Dealers 
in the Business. 
3. The Insurance Schemes of Automobile Clubs. 


Gener al open discussion. 


FRIDAY AFTERNOON 


Discussions, postponed or unfinished. 
Report of the committee on resolutions. : 
Report of the committee on nominations and the 


election of officers. 
Presentation of trophies. 
Unfinished Business—Discussion 
New business. 
Address—T. 
tion department, 
Adjournment. 


and disposition of. 


Alfred Fleming. supervisor, 
National Board of Fire 


conserva- 
Underwriters. 


Proclaims Fire Prevention Week 
RicHMonp. Va., September 11.—Governor 
FE. Lee Trinkle designated the week of 
October 2-9 as fire prevention week in Virginia, 
calling on the 


has 


and has issued a proclamation 
citizens of every town in the State to clean up 
all the premises. The 
proclamation apropos in 
Richmond, where it was issued just after annual 


rubbish about. their 


was particularly 


moving day. 


Memputs, TENN., September —The an- 


nual field conference of the Columbian Mutual 
Life was held at the Gayoso Hotel here re- 
cently, which was attended by more than sixty 


prominent delegates, representing all the South- 


ern States. 
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Public Accountant Actuarial Actuarial isu 
: ee ee 
HARRY C. LANDWEHR PAUL L. WOOLSTON JAMES fl. WASHBURN, F.A.1 a, |) 
CERTIFIED PUBLIC ACCOUNTANT INSURANCE EXAMINER, | CONSULTING ACTUARY ai 
Snmmnmnen «Spanky ACTUARY AND ACCOUNTANT ROE eee, St erin, Hes Se 
75 Maiden Lane New York City Sapte Tropieel bet ae RE 
Telephone Beekman 3461 ; MAJESTIC BLDG., DENVER, COL. Cable Address: Gertract, New York 
8} iu 
CONSULTING pone 
. \ ACTUARY 

Prominent Agents and Brokers ACTUARY Spectetiains tn Besiney Tel 

Hume-Mansur Bldg. Indianapolis, Ind. Benefit and Pension Funds 
Hubbell Building Des Moines, lowa 256 BROADWAY NEW YoRK 1318 
LEON IRWIN & CO., Inc., New Orleans, La. ee Ai 
REPRESENTING and 
Anaicee eo Se “~~ — JULIAN af HARVEY ae , 
American Equitable — Under- Indemnity Company CONSULTING T. J. McCOMB a 
surance tuyvesant Automobile Insurance ees. 
eg BROKERS’ LINES SOLICITED vail CONSULTING ACTUARY z 

CHEMICAL BUILDING ST. LOUIS, MO. 








Colcord Bldg., OKLAHOMA CITY, OKLA, 











Sti 





J. L. MITCHELL 


Is prepared to successfully negotiate and finance the re- 


JNO. A. COPELAND 



































































































































insurance or consolidation of either Legal Reserve, Mutual Consulting Actuary of tl 
ssment or Fraternal Life panies, / ions or ; 
seoalll money advanced on strictly private JAS. R. an lo F. m. SPEAKMAN, C. P. A. _ 
Pont nal and confidential. epee CONSULTING ACTUARY Reir 
Address J. L. MITCHELL, 604 Masou% Temple, Chicago, Ill. 322 HURT BLDG. ATLANTA, GA. prep 
BURNS & SPEAKMAN, Certified Public Accewataats reas 
THE BOURSE PHILADELPHIA 

T. ©. RAFFERTY ™ 
CONSULTING ACTUARY ABB LANDIS hoses 
Actuarial Suite 714 Weightman Building Consulting Actuary and Counsellor Rs 
adelphia, Pa. alli 
Complete Rate Books Formulated CLARENCE L. ALFORD the Vol 
ee Associate Actuary of the 
ie €. N ILLE, ond. 
FACKLER AND FACKLER myemmeren. 95, (usm eas | mt 

EDWARD B. FACKLER, F. A. S. _ A. SIGTENHORST - 
WILLIAM BREIBY, F. A. S. | 
CONSULTING ACTUARIES CONSULTING ACTUARY SAMUEL BARNETT hes 
35 Nassau Street New York Thsuran: 
National City Bank Bidg., WACO, TEXAS CONSULTING A CTUARY se 
WINFIELD W. GREENE a: INSURANCELAWYER |p oo“ 
eS ae ae 502 Forsyth Bldg. ATLANTA, GA. |B in Indi 

an I 
Specializing in Casualty Insurance FREDERIC S. WITHINGTON, F. A. I. A. a 8 
and Workmen’s Compensation CONSULTING ACTUARY ae “ag 
Ee ante” MARCUS GUNN = 
402-404 Kraft Building Des Moines, lowa G enness 
Telephone Walnut 3761 CONSULTIN Miss’ 

ACTUARY . 
MILES M. DAWSON & SON 29 So, La Sale Street ae 
* . Telephone Randolph 3473 % ving 
CONSULTING A Policy Saved is a Policy Made cone 
ACTUARIES THE OTIS HANN COMPANY, lac. ilk 

“Life Insurance Service’’ ar 
National Association Bldg., Suite No. 1005, : fines in 
26 W. aéth ST., NEW YORK. 10 So. La Salle St. Chicago, I. | Examiners and Adjuste! i 

“20 Years’ Experience Backs Our Service” nsurance Examiner: 

wm The | 
York 
IVERSITY 
DONALD F. CAMPBELL W. H. GOULD Mee OG RADUATE, A. B. LLB. moe 

A CTU A Y & EX A MINE With Twenty Years’ Practical Experience in emery te ct 5 
CONSULTING ACTUARY SVSTEM REVISION | | fone oieeees = oe 
343 So. Dearborn St., Room 1100 CHICAGO noms, seat ne ti, 
‘ = 75 FULTON ST. 25 FRANKFORT ST. aspen eaiaitaicnitleoniciegaintiiansiiing me 
Telephone, Harrison, 3384 NEW YORK Address A. L. CAMERON Box 10, Care, The Spectalt |B mobile 

Cable Address: Lawbond—New York 
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Miscellaneous Insurance 














(nsurance Examiners and. Adjusters 








—__ 
Tel. John 1114-5 
CASUALTY ADJUSTMENT BUREAU 


90 William Street New York City 
Thos. Galbo, Genl. Mgr. 

RELIABLE — INVESTIGATIONS AND ADJUST- 
MENTS BY EXPERTS — QUICK SERVICE — OUR 
REPUTATION is based on os performances—Weshow 
results. Send for booklet o' references. Liability, Com- 

nsation, Auto, Fire and Theft, Collision, Property 
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jamage, Admiralty, Subrogations, Personal Accident, 
Burglary, Plate Glass. 











__———— 


Insurance Attorney 














Tel. Rittenhouse 2289-90. 
ACCIDENT ADJUSTMENT BUREAU 
1318 Stephen Girard Bldg. Philadelphia 
Frank R. Ambler, Gen. Mgr. 


Experienced Investigators and Adjusters—Lia- 
bility, Property Damage, Collision, Auto, Fire, 
and Theft, Burglary, Plate Glass, Compensation. 























Statisticians 








3 Underwriters 
Statistical Bureau, Inc. 


We render complete statistical service 
of the highest type, because of thorough 
familiarity with Insurance Department 
and supervising boards’ requirements. 
Reinsurance and Cancellation schedules 
prepared promptly and accurately. Rates 
reasonable. Results most satisfactory. 


Phone: ASHLAND 7358 
153 Fifth Ave., New York City 











William Thornton Makes Change 
Wiliam Thornton, formerly associated with 
the Volunteer State Life, has joined the staff 
of the Insurance Company of Virginia, Rich- 
mond, and will be connected with the publicity 
department of the company. 





Hudson Appoints State Agent 

President J. M. Wennstrom, of the Hudson 
Insurance Company of New York, has an- 
tounced the appointment of Walter H. Huffman 
a State agent for the Hudson and the Svea 
it Indiana and Kentucky, effectiwe September 
IR Mr. Huffman will make his headquarters in 
indianapolis. He is at present State agent for 
the Milwaukee Kentucky and 
Tennessee. 


Mechanics in 


Mississippi Fire Expanding Operations 
The Mississippi Fire, of Jackson, Miss., is 
‘plying for admission to Virginia and Mary- 
and, and has a reinsurance arrangement with 
- Hampton Roads Fire and Marine of Nor- 
il, whereby it will care for the latter's excess 
‘es in Virginia and Maryland. 

Exchange Meeting 
The regular monthly meeting of the New 
York Fire was held 
Yesterday, 


Insurance Exchange 
gre Cadillac Mutual Insurance Company, Cleve- 
and. ~ . . 

i, O., has been granted a license by the Ohio In- 
Slrance T)e a " . . 

2 Department. The company will write auto- 
woe insurance on the mutual plan. 








NEW A. AND H. DIGEST 


Myron W. Van Auken Author of 
Reference Book 





ALL CASES FOR YEARS CITED 





Complete Cross Index Makes Publication 
of Great Value to Attorneys, Claim 
Departments, Adjusters, Surgeons 


and Others 
One of the trials of an attorney’s life comes 
from the continual necessity for locating 


judicial precedents upon which to base pending 
litigation. This is particularly true of attor- 
neys having with 
panies doing an accident and health business, 
for the variety and number of the decisions 
rendered by the various of the 
judiciary during the growth of that business 
have almost become limitless. 


connection insurance com- 


branches 








MYRON W. VAN AUKEN 


General counsels, attorneys, claim men, ad- 
justers and surgeons alike will all find constant 
use for a new digest of accident and health 
cases entitled “Ready Reference Digest of Ac- 
cident and Health Insurance Law.” The author 
of this book is Myron W. Van Auken, of the 
Utica, N. Y., bar and for thirty-five years gen- 
eral counsel of the Commercial Travelers 
Mutual Accident Association of America, Utica, 
N. Y. Mr. Van Auken is dean of all general 
counsels of accident and health insurance com- 
panies in the United States. 

Mr. Van Auken, early in his career, found 
use for a digest of cases on record, and accord- 
ingly began the preparation of such a work for 
his own use. As well as digesting all the cases 
reported through every reporting agency avail- 
able of the Federal and State courts, Mr. Van 
Auken also carefully kept citations of each case 
and cross-indexed them under every conceiv- 
able lead. This work was kept constantly up 
to date by its author and has been in daily use 
in his office for many years. 

Many of other 
came to Utica to consult the digest and eventu- 
ally so many of them expressed appreciation of 
its value and active desire to have it in form 
for their constant use that Mr. Van Auken was 
persuaded to arrange it in suitable form for 


counsels companies often 


publication. 

The result is a book (published by Matthew 
Bender & Company) which represents the first 
attempt to segregate all the decisions defining 


41 


the words “accident” and “accidental means.” 
By reference to it, in hundreds of cases, it is 
possible to decide whether or not a claim is 
maintainable. 

There are two __ indices, 
alphabetical list of all the cases referred to, 
the second an extraordinarily complete topical 
In this not only are 


one being an 


index. above referred to. 
the scientific terms of all injuries and diseases 
specified but also the member of the body which 
it affected and the article causing the accident. 

As an illustration the following statement of 
facts is given: If a claim for death is founded 
upon an infection of a toe, resulting from ay 
abrasion of the skin, caused by wearing a new 
shoe, this index leads directly to the judicial 
precedent through and by either of the follow- 
ing index words: Abrasion, blood poisoning, 
new shoe, infection, toe. 

The introduction to the book was written by 
William BroSmith, vice-president and general 
counsel of the Travelers Insurance Company, 
widely known in the accident insurance world. 
This book was favorably mentioned several 
times at the meeting of the International Claim 
Association just completed yesterday at Atlantic 
City, and there will no doubt be a wide demand 
for it among accident and health companies and 
attorneys generally. 

“Ready Reference Digest of Accident and 
Health Insurance Law’ may be obtained 
through The Spectator Company, New York, 
Selling Agents for the book, $6.50 per copy. 


NORTHWESTERN CASUALTY 
APPOINTMENTS 
M. F. Ross, Jr., Announces Selection of 
William S. Cooper and Robert E. 
Willis 

Announcement is made by M. F. Ross, Jr., 
Inc., New Brunswick, N. J., State managers for 
the Northwestern Casualty and Surety Com- 
pany, of the appointment of William S. Cooper 
as agency director and Robert E. Willis as man- 
ager at Newark. 

Both gentlemen have had a long experience 
in the casualty business at Newark. Mr. Cooper 
was formerly superintendent of the automobile 
department of the 7Ztna companies in Newark 
and previous to that had been manager of the 
casualty department of the United States Fidel- 
itv and Guaranty Company in the same city. 

Mr. Willis was formerly connected with the 
Hartford Accident and also with the General 
Accident Fire and Life in Newark. 

New Actuarial Firm of Woodward & 

Fondiller 

Joseph H. Woodward, fellow of the Actu- 
arial Society of America, the Casualty Actu- 
atial Society and the American Institute of 
Actuaries, and Richard Fondiller, member of 
the New York Bar and fellow of the Ameri- 
can Institute of Actuaries and of the Casualty 
Actuarial Society, have formed a partnership 
under the firni name of Woodward & Fondiller, 
and offer their professional services as consult- 
ing actuaries and consultants in insurance man- 
Their office is at 








agement, accounting and law. 
43 Cedar street, New York. 
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THE EUREKA LIFE INSURANCE COMPANY 


BALTIMORE, MARYLAND 


Incorporated 1882 


A regular OLD LINE Stock Life Insurance 
Company, issuing all the STANDARD FORMS of 
POLICIES, INDUSTRIAL and ORDINARY. 


JOHN C. MAGINNIS, President JOSH. N. WARFIELD, Jr., Sec’y & Treas 
J. BARRY MAHOOL, Vice-President J. HOWARD IGLEHART, Medical Director 


HOME LIFE INSURANCE COMPANY 


New York 
WM. A. MARSHALL, President 


The 62nd Annual Report Shows: 

Premiums received during the year 1921 

Payments to Policyholders and their beneficiaries in Death 
Claims, Endowments, Dividends, Etc 


642,638 = excess of the amount required to maintain the 

reserve 
Actual mortality experience 53.44% of the amount expected. 
Insurance in Force 
Admitted Assets 

FOR AGENCY APPLY TO 

GEORGE W. MURRAY, Superintendent of Agents : 

256 BROADWAY NEW YORK | 














C. A. CRAIG, President N. H. WHITE, 3rd Vice-President 
W. R. WILLS, Vice-President E. B. CRAIG, 4th Vice-President 
T. J. TYNE, 2nd Vice-President C. R. CLEMENTS, Secretary and Treas. 


The National Life and Accident Insurance Co. 
OF NASHVILLE, TENN. 


Combination Policy of Industrial Insurance Covering 
Sickness, Accident and Death 


$150,000.00 
Deposited with Treasurer of Tennessee 


KANSAS’ GREATEST LIFE INSURANCE § 
COMPANY 


Invites Inspection—Inquiry of Integrity 


The Farmers & Bankers Life 
Insurance Company 
Home Offices Wichita, Kansas 














Admitted Assets, Jan. 1, 1922 COMBINATION 
$3,207,539.00 ONTRACTS 
“3 IN ” 

LIFE 
HEALTH 
ACCIDENT 


NE poLicy 

=I NE © REMIUM 
AA me he =) —PAYS— 

Northern Life Building | PREP RHI -teis| bee i BY ACCIDENT 


SEATTLE, U.S.A. Loss of Hands, Feet, 





yes 
Permanent Disability 


D.B. MORGAN | HOME OFFICE, SEATTLE, U.S.A. | monty) Penetlts ig 
President Reliable Representatives Wanted Pesan Accident 











INSURANCE AGENTS 


Policy and Prestige are the two most powerful factors in the successful selling of Life Ins f 

Both operate to the advantage of Great-West Life Agents. Our Policies are easy to sell—| liberal 

in terms, but soundly based. The Company’s record is one of unequalled progress, parall 

by efficient and economical operation. j 
We have a first class proposition for first class agents. If interested address enquiries to 


THE GREAT-WEST LIFE ASSURANCE COMPANY 
Head Office—Winnipeg. 
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WANTED 


Producers who desire the best monthly premium Health and Accident 7 
Policies on the market. Excellent contracts. First-class Company. No 
Experiments, chance for promotion. if 
FEDERAL CASUALTY COMPANY = = = DETROIT, MICHIGAN 

POLICY WITH FUNERAL BENEFIT 
Sold by—DETROIT CASUALTY COMPANY = - DETROIT, MICH, | 
(Same Management as Federal Casualty Company.) 





» **Keep Southern Money at Home’’ 


YOUNG MAN: If you are already successful but looking for 
larger opportunities, Investigate the Field, Policy Contracts, 
and Commissions of ‘‘The Best Company In Dixie” and We 
Will Grow Together. 


E. C. HINDS, President 


on States 











THE OLD LINE = 35. 
Log 9 +N =| RAPIDS a 
— TFS SE =F, Fog = or 


[GOO CONTRACTE 


COMPANY | 
‘FOR GOOD MEN 


CBRobbins, Pres. CB. Svoboda, Secy 


z OFFICE ! CEDAR RAPIDS, lows ] 











LIFE INSURANCE CO-senenis) 


Superintendent of Agencies 
WANTED 


A well-known Western life insurance company} 
desires to secure the services of a competent superit | 
tendent of agencies, who possesses recognized ability 
as an organizer. Address J. F. C., care THE SPEC 
TATOR, P. O. Box 1117, New York{City. 























AGENCY MANAGER WANTED a 
(ARBRE SR 


~ Ww AN TED:— Experienced Agency Manager by 
live, strong Life Insurance Company _with ovet_q 
$150,000, 000. 06 life insurance in force. Must be 4 














~ Address Box M. L we ., care ‘of THE SPECTATOR, p7 4 
O. Box 1117, NewgYork. 
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| Jefferson Standard 
' Life Insurance Co. 


HOME OFFICE: 
GREENSBORO, NORTH CAROLINA 








Minsurance in Force—Over $165,000,000.00 


= 


j large Strong 








Progressive 





ATTRACTIVE POLICY CONTRACTS 
FINE TERRITORY 





Metropolitan Casualty Insurance Co. 


OF NEW YORK 


Home Office 47 Cedar Street 


PLATE GLASS INSURANCE 


EUGENE H. WINSLOW, President 
ROBERT A. DRYSDALE, Vice-President. S. Wm. BURTON, Secretary 
ALBERT H. LAHY, Assistant Secretary 


RELIABLE AND ENERGETIC AGENTS WANTED 

















Sunics Financial Stability 


| THE EMPLOYERS’ 


_ LIABILITY ASSURANCE CORPORATION, LTD. 
- OF LONDON 


THE PIONEER AND LEADING LIABILITY INSURANCE COMPANY 
OF THE WORLD 


WORKM EN’S COMPENSATION 


LIABILITY, AUTOMOBILE, STEAM BOILER 
AND FLY WHEEL, ACCIDENT, HEALTH, 
FIDELITY, SURETY, BURGLARY AND 

PLATE GLASS INSURANCE 


SAMUEL APPLETON 


United States Manager 


33 Broad Street, Boston 


Dwight & Hilles Resident Mars. for N. Y. State 120 William Street, N. Y. 


Non-Technical Contracts | 


THE COMPANY OF 
—} Bf od of I -f 4 


SALESMEN— 


BANKERS LIFE 


s FE. 
oO 
GEO. KUHNS pres 10) A (0) 0, Be) 








GEORGE WASHINGTON LIFE INSURANCE CO. 


Charleston, West Virginia 


Are you seeking an agency in the States of West Virginia, 
Ohio, Kentucky, Tennessee, Virginia, North Carolina, South 
Carolina, and Georgia? 


Address 
ERNEST C. MILAIR, 
Vice-President and Secretary 




















RGANIZED : ASSETS OVER 
190! BSOOOKKOO. 


Serle iP nivel 
bale: 
oeeretiton 
Ojitolerous 
TRACT VE PURE 


NTRACTS fr INSURANCE 
F ABILEEY PROTECTION 





THE LONDON & LANCASHIRE 


a —& INSURANCE COMPANY, Ltd. 
THE OF LONDON, ENGLAND 


LONDON & 7 
LANCASHIRE \& 
INSURANCE CO. 


vies ee 57 and 59 William Street 


A. G. McILWAINE, Jr., Manager 


New York Department: 
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WELL ,MOTHER , IVE 3 ARE 

GOT EVERYTHING ‘ss \ YOU 
COVERED WITH INTERESTED? 
INSURANCE - 


HOW ABOUT YOURL 
OWN LIFE, FATHER.’ 
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Life. Insurance Men: 


A Contract with our company will insure you 


A PROSPEROUS YEAR 





Best Commissions Best Policies Write us 


ESERVE LOAN LIFq 


1) “ INSURANCE COMPANY 
—— INDIANAPOLIS, INDIANA. _ 














